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March Up to the Ticket-Office 


Toe is the way one retail shoe 
merchant reacts to the pro- 
posed national campaign to 
sell men the idea of more shoes: 

“Tf the manufacturers are in 
earnest they will find us right in 
line. But if they start half-hearted- 
ly, with a small expenditure, expect- 
ing the retail merchant to do most 
of the work, they will meet disap- 
pointment. 

“T hear a lot of ‘cooperation’ in 
the plan. Now, my experience with 
cooperative plans causes me to shy 
off like a skittish horse at a wind- 
blown newspaper. In times past I 
have had many offers of cooperation 
from manufacturers. Usually it has 
meant that they will send me a lot of 
printed matter for me to distribute 
at my expense; electrotypes for me 
to put in my ads at my expense; 
window cards to take up valuable 
space in my windows; ginger and 
pep letters; hot air and persiflage. 

“The real thing and the thing 
most needed is for the manufac- 
turers of men’s shoes to dig right 
down in their jeans and put up a 
fund for advertising in the big 
Magazines and newspapers on their 
own account. Then, if the adver- 
tising they pay for seems to be well- 
planned, effective, educational, and 
all that a wise merchant could hook 
up with, we merchants will be found 
hooking up to beat the band. But 
we want no airy persiflage. We 
want real, honest-to-goodness ad- 
vertising to the men of the country 
in the best advertising mediums. 
We want something that will send 
men into our stores and cause them 
to want more shoes. Any other 


It?s now or never to “get the 
money” for the men’s shoe 
campaign. 


«a 


Millions for entertainment but not 
one cent for co-operative 
advertising! 





plan, be it cooperative or what not, 
will get a chilly reception from me.” 

If the men’s trade is really and 
seriously interested in putting on a 
campaign to arouse men’s interest in 
shoes—to make them more “shoe 
conscious”—there is but one method 
of procedure that will win out. 
Study the campaigns of the orange 
growers, the prune raisers, the many 
cooperative movements that have 
gone over big. Then walk right up 
to the ticket window and pay the 
admission price. That means buy- 
ing space in national mediums that 
are read by millions of men. At- 
tempting to crawl under the tent, 
passing the buck to the retail mer- 
chants, half way measures, or hot 
air will not do the job. It is a he- 
man’s affair and it will cost real 
money. The retail merchants are 
ready to get into the game, but they 


want to see something constructive 
started before they loosen up. 

Why is it that certain men’s lines 
are selling right along and that the 
merchants handling them have no 
complaints as to the condition of 
business? Ask the average dealer 
who has the agency for a well-ad- 
vertised line of men’s shoes and he 
will tell you that his sales increase 
yearly and that he cleans up with 
but little trouble. 


T is a well-known fact that dealers 

are eager to take over certain 
lines without solicitation or special 
inducements. Ask the retail agent 
of any major advertised line if he 
would willingly give up the agency. 
Ask any dealer who handles exclu- 
sively a well-known line how he 
values the franchise. Then ask if 
the wearers of such shoes need to be 
made “shoe conscious.” 

The BooT AND SHOE RECORDER is 
not throwing any wet blankets onto 
the proposed big campaign to sell 
men the idea of wearing more pairs. 
We are for it strong. But we are 
simply pointing out the facts that 
exist. It is a problem of national 
publicity. The prosperity and pres- 
tige of the advertised lines were not 
obtained through distribution of 
booklets or printed matter alone. 
They were not obtained by means of 
anything but the expenditure of real 
hard money in magazines, news- 
papers and business papers of na- 
tional circulation. 

Let there be no thought of 
“crawling under the tent” to the per- 
formance. The trade will have to 
march up to the ticket office. 
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Keeping Stock at a Minimum 


of Checking Receipts and Tabulating 
Has Enabled This Merchant to 


New System 
Sales 


EARLY every shoe merchant 
N feels that if he could cut 
down his stock investment by 
several thousand dollars, without 
loss of sales volume, he would be well 
on the road to success. A first-class 
method of doing this very thing is 
described here by A. A. Moser, man- 
ager of C. Thomas Kemp’s shoe de- 
partment in Frederick, Md. The 
adoption of a new method of check- 
ing receipts, identifying merchandise 
in stock and tabulating sales, has re- 
sulted, according to Mr. Moser, in a 
larger volume of business on a stock 
investment only two-thirds as large 
as under the old system. Let Mr. 
Moser tell it: 
“To start with, this shoe depart- 
ment is departmentized as follows: 
“Dept. 44, all men’s, boys’ and lit- 
tle gents’. 


Reduce Stock One-Third 


all women’s shoes. 
all children’s shoes. 

“Dept. 47, all findings. 

“Dept. 48, all slippers. 

“Dept. 49, luggage. 

“Dept. 50, rubber goods. 

“If I were operating a stock of 
$50,000 or over, I would go even 
farther and have ladies’ satins, 45A; 
ladies’ tan, 45B; ladies’ black, 45C; 
men’s tan, 44A; men’s black, 44B, 
etc. But in a smaller stock, I do not 
think this is necessary. 

“Three separate receiving books 
are used, one for women’s, one for 
children’s and one for men’s and 
boys’. Then in the back of one book 
is the luggage received, and the 
other, slippers. The only rubbers 
that we put in the receiving book are 
the tennis goods. For page numbers, 
1 to 100 are the men’s; 400 to 500, 


“Dept. 45, 
“Dept. 46, 


children’s, and 500 to 600, women’s. 
One sheet is used for each style. 
“Incoming merchandise is listed 
in these books, as shown in the chart 
reproduced at the bottom of this 
page. Remember, in studying this 
chart, that in my books in which in- 
coming merchandise is listed, I have 
allotted certain page numbers for 
men’s shoes, other numbers for 
women’s, etc. Five hundred to 600 
is for the women’s. So, when this lot 
of shoes came in, I turned to page 
506, let us say, which was the first 
blank page in the women’s section, 
and listed the sizes received, as 
shown. The manufacturer’s name is 
entered, the description of the shoe, 
and the manufacturer’s stock num- 
ber (to make it easier in reorder- 
ing). Please note, also, that the lines 
numbered 1, 2, 3, etc., correspond 
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A typical page from Mr. Moser’s 
receiving book. Each page is de- 
voted to a different style and that 
style is identified, when in the store 
stock, by the page number and the 
line on which the particular size 
involved, is listed as received. If 
the page number is 506, all B wide 
shoes of this style are known as 
506-2. 
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with the widths at the extreme right- 
hand side of the chart. 


és ENCEFORTH, any shoe of 

this style is known by a num- 
ber which is obtained from this 
page. For instance, a pair of 3A 
shoes of this style is known as 506- 
1-3A. The figure 506 represents the 
page in the book on which that shoe 
is listed. The figure 1 represents 
the horizontal line on which that 
individual pair has been entered 
when it was received. The figure 3 
gives the size. The width, A in this 
case, could be and is determined, of 
course, by Line No. 1, but is re- 


BOOT AND SHOE RECORDER 


date are all the salesman has to put 
on his slip. The shoe is compietely 
identified. 


6é¢7C VERY evening, after the close 

of business, a record of these 
sales is taken off in a memorandum 
book. This book is kept for a few 
days, maybe a week, and then, if the 
shoes have not been brought back for 
exchange, the pairs listed as sold in 
this memorandum book are crossed 
off the size sheets on the pages where 
they have been listed in the big re- 
ceiving book. The memorandum 
book is also made the basis of an- 
other small chart, prepared each 


are totaled by the week and carried 
forward for the month. 

““The chart which shows my sales 
by the day in the various depart- 
ments, plus this chart, showing the 
sales by prices and kinds, is the basis 
of my buying budget. 

“Knowing what I sold last year, 
I know what my expected sales will 
be this year in every department, by 
every kind, at every price and by 
size. I can tell from week to week 
during the season, just how sales 
compare with those of last year. I 
can see which lines are stronger and 
which weaker. 

“T have been using this receiving 
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This is the important recapitulation 
sheet. It is made up once a week 
and carried forward by the week 
and the month, showing sales by 
prices and kinds. With this in- 
formation always before him, plus 
his records of sales by sizes and 
styles, Mr. Moser finds it easy to 
budget his buying intelligently and 
keep his stock at a minimum. 
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peated here merely to avoid any 
possibility of error. 

“After shoes have been entered in 
this manner, the carton labels are 
marked similarly, plus the price, of 
course. 

“Under this system, a sales slip 
showing the sale of this pair of 3A 
shoes would be marked merely with 
the number or name of the sales- 
man, plus the now familiar 506-1- 
3A: Dept. 45: $4.95. That and the 


morning, showing sales by depart- 
ments made on the previous day. 
“Every Monday morning is made 
out The Weekly Recapitulation 
Sheet, shown below. This is a rec- 
ord of sales by prices and by kinds, 
as will be seen. It shows the num- 
ber of pairs on hand and the number 
sold. In making the entries on this 
sheet, of course, I add to the. total 
on hand any reorders which may 
have come in during the week. These 


system for three years, and I com- 
menced to cut down on my stock two 
years ago. About eighteen months 
ago, I started the recapitulation 
sheet, and for the last year have cut 
down the amount of stock a little 
more than one-third. 

“The sales volume for 1926 was 
considerably larger than for 1925, 
with two-thirds of the stock. If any- 
one should want more details, I will 
be glad to give them.” 
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Getting More Shoes Sold Right 


214 S. 12th St. 


Face the Facts 


OME inventory values are carried after the 
goods have consumed themselves in interest, 
rent, depreciation, taxes and administration costs, 
because the executive lacks the courage to face the 
facts that are putting them out of business. Their 
policies are continued on the basis of fictitious 
conclusions, when recognition of facts would cause 
them to adopt methods which might save them. 

We have read statements that were accepted by 
bankers, that contained as assets, losses of five years 
previous. The first recession of general business 
and tightening up of credit will disclose these con- 
ditions wherever they exist. We are not speaking 
exclusively of the shoe industry in this matter, but 
include some of the textile trades and others in the 
field of essential production. 

A lot of concerns could close today with more 
assets than they will have in one, two, or more 
years hence. Economic pressure respects no indi- 
vidual or institution. These are things that men 
do not like to think about, but they could find more 
grounds for happiness by doing a degree of con- 
structive analyzing now and avoiding unnecessary 
disaster. 


Booze and Shoes 


ERE are a few expressions concerning shoe 

conventions that may be interesting to those 
interested in sample rooms, convention selling, 
moral code and general decency of conduct. 
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A shoe merchant: “I wanted to buy a few 
shoes from So and So, but each time I went to 
his sample room there were so many booze hounds 
and loafers there I could not get in. Besides that, 
I do not care to buy shoes in an atmosphere of 
whiskey and cigarettes.” 

A shoe merchant’s wife said: “I shall never 
go to another convention and I shall endeavor to 
keep my husband from going. I never was so 
humiliated and disgusted in my life as I was at the 
So and So convention. There were so many in- 
toxicated men in the halls and lobby that I felt 
afraid to venture out of my own room.” 

A high pressure shoe traveler said: “I sold a 
lot of orders, but most of them did not stick. 
When the saps got home and sobered up they can- 
celled on me. I don’t know whether it pays to get 
them tanked up or_ not.” 

Is it not a sad commentary on a supposedly law 
abiding class of business men when we hear such 
things? Is it not about time for manufacturers 
to stop and think? Can booze and business mix? 

Less high life and more business will pay better 
returns. 


The Man on the Floor 


NY plan of advertising or publicity that con- 

templates “dealer cooperation” must take 

into consideration the most important factor in the 

whole affair—the retail salesman or saleswoman. 

Without the complete and whole-hearted cooper- 
ation of these people there will be no success. 

The selling force in any store is the filter 
through which business must percolate. It is the 
funnel, the bottle neck of retail selling. The re- 
tail selling force can make or break the best line 
that ever went into a store. Without their aid and 
enthusiasm the best buyer and style picker goes 
onto the rocks. 

Wise traveling men know this. Watch the old 
timer when he enters a store to seek an order. 
Does. he sail past the clerks and look over their 
heads for the big boy? Indeed not. He passes 
the time of day with every last one of the sales- 
people. He has a smile and a bow for the girls. 
He has a handshake for the men. He knows which 
side his bread is buttered on. 

The merchant who is really big and successful 
is free to say that it is his sales force that makes 
the business. 

There are a few narrow-minded chaps, snobs 
would be the better term, who regard a “shoe 
clerk” as an underling deserving no consideration 
and little courtesy. Better take another think, 
brother, when you plan something into which sell- 
ing enters. Remember that your best plans, your 
pretty printed matter, your visions and dreams 
will get you nothing if you ignore the sales- 
people. 
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More Attention to Soles 


HEN Mrs. Fewdollars takes thirteen dollars 

and fifty cents out of her carefully kept bud- 
get and planks it down for a pair of shoes is she 
not entitled to more than a few weeks’ wear on 
the soles? 

The experience of too many women is that a new 
pair of soles wears through in about six weeks’ 
time. They take the shoes to a repair shop and 
have them half-soled. The cobbler’s soles wear 
just twice as long as the original ones. 

It’s all right to say that women get their 
money’s worth in beauty, style and all that, but 
wear is the average woman’s desideratum. She 
has to watch the pennies and dimes. She wants 
shoes that will give the maximum for the mini- 
mum of cost. This class is by far the greatest 
factor in shoe retailing. The wild women class 
that does not care much how long a shoe wears is 
not to be considered in the volume of sales. She 
is a flighty creature who shops around and hunts 
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—he kids no one but himself. He hasn’t the goods 
and everyone knows it. 

At a recent meeting of prominent men, assembled 
to talk over serious matters pertaining to their 
business, one individual spouted great geysers of 
hot air and steam in telling what a wonder he 
was. He tired them all out and took up most of 
the time. The meeting adjourned before any real 
constructive matters were taken up. And all be- 
cause this individual had an inordinate desire to 
tell the world what a heller he was. 

Leaving the meeting one business man was 
heard to remark: “I wish that guy would stay 
away or wear a Maxim silencer. He gasses the 
whole works.” 

Young man, starting a career. Be careful. Listen 
a lot and say a little. Remember the owl—‘“the 
less he spoke the more he heard.” 


BS * By 


Don’t forget this: For every “jazz baby” there 
are ten sober, home staying women who want the 


bargains just the same 
as the woman who 
operates on a_ strict 
budget in her expendi- 
tures. : 

In the final analysis 
the manufacturer who 
gives dollar for dollar 
value in sole leather 
will be the one who 
winds up a year’s busi- 
ness on the right side 
of the ledger. 

There is too much 
cheap, shoddy _ sole 
leather going into wom- 
en’s shoes. Beware the 
revolt of the economical 
housewife. Her ire will 
cost someone a lot of 
money. 


The Hot Air 
Merchant 


BOUT the _ worst 

thing that can hap- 
pen to a man is to get 
himself rated as a “hot 
air merchant.” His 
statements are never 
taken as authentic. His 
overflow of hot air 
causes doubt of his 
most serious utterance. 
This man is like the 
one who dyes his hair 


7 NY Ne] 














The Reason Why 


MACDONALD SHOE COMPANY 
Tacoma, Wash. 


We read the Boot and Shoe Recorder very closely 
and we are very glad to see that the Recorder is 
now recommending a larger mark-up to the mer- 
chants in place of faster turn-over. 

With more merchants in the shoe business without 
any chance of an increased total volume, somebody 
would have to suffer if all merchants had tried to 
do business on a close margin in hope of a larger - 
turn-over. 

We are heartily in accord with your present policy 
of advocating sufficient gross profit so that all good 
merchants will prosper. In our opinion, it is the 
only safe policy to pursue. 

We certainly appreciate all the good straight busi- 
ness logic that you print from week to week. 

Yours very truly, 
(Signed) DONALD T. MACDONALD. 


* & 


Without Profit there can be no successful busi- 
ness. 

Mr. MacDonald is a good economist and has 
applied to his own business the best ideas in 
modern merchandising. 

He knows satisfactory profits can come only 





from proper mark-up. 
The Recorder is wisely helping intelligent mer- 
chants to make better profits. 


Sack & <9 Re 


President. 
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good looking shoes at 
prices they can afford 
to pay. And they want 
those shoes to give 
them some _ comfort, 
wear, trimness and all 
the other things. In 
pricing your stock, as 
well as in selecting it, 
keep that majority in 
mind. There is your 
volume and your re- 
sale. 
* * 5 

College men, high- 
school boys and their 
imitators are the first 
point of attack if we 
are to have better shoe 
consciousness. The 
sloppy socks, greasy 
sweaters and filthy cor- 
duroy wearers are the 
worst offenders against 
good dress. Convert 
these and we are more 
than half way on the 
journey. This is an era 
in which old age is 
learning from youth. 
The youngsters set the 
pace and the old folks 
follow. Let’s put shoe 
consciousness into the 
minds of youth. 
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Ohio Valley Boys Successfully 
Stage First Fashion Show 


Getting a Profit Is Stressed at Columbus Convention 


the Ohio Valley Retail Shoe 

Dealers’ Association to stage 
its first style show at the seventeenth 
annual convention of the association 
at Columbus the first three days of 
this week. More than 100 mer- 
chants were present for the opening 
of the convention at the Neil House 
on Monday and 117 lines of shoes 
were on display in the various ex- 
hibit rooms in the hotel. 

“Getting a Profit” was the key- 
note of the convention and most of 
the addresses centered around this 
all-important and interesting topic. 

National President Geuting 
sounded this keynote of Monday’s 
luncheon opening meeting with a 
plea for cooperation among mer- 
chants for their mutual betterment, 
to the end that a greater degree of 
prosperity shall come about in all 
branches of the industry. He said: 
“We are not in a prosperous condi- 
tion either as merchants, manufac- 
turers.or tanners, and at present we, 
as a craft, could not induce Wall 
Street bankers to lend us money on 
our present statements of the con- 
dition of our business. Something 
is wrong when a manufacturer do- 
ing $1,000,000 of business annually 
has to ask his customer to advance 
him $10,000 against shoes ordered, 
as I recently was asked to do. You 
as merchants must make money if 
you want to be somebody in your 
town, and if you make money every- 
body will applaud you. At present 
the average turnover is less than 
two times per year, which means 
you are not making 5 per cent net. 
You can get a better return than 
this from your customers and they 
won’t quit you if you mark up your 
shoes 10 to 25 cents per pair, which 
actually represents the difference for 
many between success and failure.” 

Dean C. O. Ruggles of the Ohio 
State University College of Com- 
merce and Administration gripped 
his attentive audience with his out- 
line of how the successful modern 
business is now based upon mer- 
chandising rather than production 
methods and the necessity of getting 
the facts touching one’s business 


GS tte on: crowned the efforts of 





Helmsmen of Ohio 
Valley Association 
The following were elected 


officers at the annual conven- 
tion meeting of the Ohio Val- 
ley Retail Shoe Dealers Asso- 
ciation at Columbus, Ohio, 
earlier this week: 

President — J. J. Henry, 
Huntington, W. Va. 

lst Vice-president—H. B. 
Zavitz, Columbus, Ohio. 

2nd Vice-president—Earl T. 
Smart, Marion, Ohio. 

3rd_Vice-president—George 
Dohrman, Cincinnati, Ohio. 

Treasurer—L .M. Wright, 
Springfield, Ohio. 

Secretary—Herman C. Har- 
rison. 











upon which to base sound methods 
of operation, and that the modern 
university is adapting itself to sup- 
ply this helpful function to business 
processes. 


6 Ron footwear pageant Monday 

evening was greeted with a full 
house, this being the first time this 
association has attempted a formal 
display of footwear with models. 
Fourteen manufacturers _partici- 
pated in creditable manner, with 
splendid models demonstrating shoes 
for the occasion and with proper en- 
semble of coats and dresses, hosiery, 
bags and shoes. The one-strap pat- 
tern predominated, with pastel 
shades leading. Models were shown 
by Wm. Goldstein, Inc., McGovern, 


Bringardner Co. and McLaughlin, . 


Sweet Co., and led the parade of 
style both in patterns and colors. 
Tuesday’s session began with a 
luncheon, and a big attendance was 
present throughout the entire after- 
noon. Major Charles Cahill, with 
his usual pleasing delivery, urged 
the support of the proposed men’s 
shoe advertising campaign as one 
helpful way to stop the declining 
output of men’s footwear. Mer- 
chants, he believes, can increase 


pairage by diversifying their win- 
day displays, thus inducing more 
sales. 

Miss Hilda Rau, style director for 
the Robert H. Foerderer Co., gave 
one of the most interesting talks of 
the convention, with her display of 
color ensemble, assisted by a beauti- 
ful model typical of the modern type 
of young women who are making 
style and color a merchandising fac- 
tor in footwear. 

F. J. Nichols of the merchandising 
research department of the National 
Cash Register Co. gave his large 
audience something to think about. 


| his address, “Why a Profitless 
Year?” he G@emonstrated with 
charts based upon statistics drawn 
from thousands of questions put to 
shoe dealers that the average profit 
is now 2 per cent on sales. He 
asked, “When are we going to make 
money in the shoe business?” 
“The Government says you can 
make 7 per cent net,” he declared, 
“and the man who does not make a 
profit is a liability to the trade. 
Among the causes why shoe dealers 
are not now making money are too 
many shoe stores, cut price compe- 
tion, which is a fool notion, mail 
order competition and chain stores, 
which, if anything, are proving a 
blessing, because they are forcing 
the independent merchant to wake 
up and adopt scientific merchandis- 
ing methods. The greatest cause of 
all, however, is a lack of manage- 
ment or the merchant himself, who 
insists upon overbuying or who 
lacks sufficient capital or follows out 
of date methods or refuses to use 
accurate accounting methods. 
“Net profit depends as much on 
your business methods as upon your 
volume of business. Many mer- 
chants would be better off if they 
let the railroads do tonnage instead 
of themselves, since they can pick 
and choose those items of merchan- 
dise which will make good profits. 
Get a four time turn with a profit 
markup. No merchant ever failed 
because of knowing too much about 
his business, and half of knowing is 
knowing in time.” 
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7HE infinite variety of her 
: has helped every store this season. 
selections The greatest safeguard to the mer- 
chant in his selection of new footwear is in the 
wide diversity of patterns which makes equally 
salable strap patterns and pumps, oxford types 
and step-ins. The popularity of all patterns ts 
a protective measure of great importance. 
Straps naturally lead, but the strap must have 
some decorative feature at its base to be in top 
style, but any strap number has salability, pro- 
viding the color is right. 
































PLAY YOUR OWN 


The reptile and alligator grains con- 
tinue their popularity, particularly in 
walking shoes for daytime wear. In 


the medley of light brown shades, the 
hat, the dress, the hose and the shoes 
are all in the brown family, thus giving 
a pleasing related color effect. Com- 
position by B. Altman & Co., Fifth 


Avenue, New York 
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Embroidery is now the outstand- 
ing feature of smart evening 
footwear. On these gold T strap 
evening slippers the heel is of 
petit point and the same floral 
design is on the panel in the 
vamps. This composition is from 
The Shoe Craft Shop, Fifth 
Avenue, New York 


GAME—BUT SPECIALIZE 


In New York the Man Who Knows 
What He Knows—Wins 


IDTOWN New York is a city of spe- 

cialty stores. Keen competition has driven 

out the so-called family store. A roll call 
of establishments known the country over will 
reveal each one is in the specialty class. Even 
the high grade stores that sell to men, women 
and children are specialty shops. Take J. & J. 
Slater, where the refined high grade trade is sup- 
plied ; the Shoecraft shop a few doors away, high 
grade again, but with a strong novelty appeal. 
Study them all—they each have a distinct reason 
for service. 

The small theatrical shops, as well as the nu- 
merous outfits selling shoes at set prices as $5.00 
and $6.00 shops, are all specialty places. The 
idea expressed at the last meeting of the retail 
shoe merchants of New York was “play your 
own game”—if it is in orthopedic shoes strive to 
be the best—if in style shoes, strive to be the 
Smartest, for in an immense city like New York 
all have a place in the sun of popularity. 

It seems to mean this—that in the face of fast 
competition these merchants have thrown over- 
board all ngn-essentials. They are sticking to the 
one specialty for which they are best equipped. 
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The open shank of evening wear has developed into 
a sport wear motif for the coming season. In sim- 
ilar fashion little gold and silver pipings have been 
taken from evening wear. But naturally the design- 
ers want evening footwear to go to still greater 
heights of beauty, and here we see a T-strap sandal 
with a yoke and trimmings of silver going down 
the vamp over the high lustrous satin, and in the 
frame made at the toe is embroidery in ribbon of 
a beautiful floral design, proving that there is no 
limit to the development of beauty in evening foot- 
wear. Composition by the Shoe Craft Shop, Fifth 
Avenue, New York 


Bags are also being selected for the beauty 
and simplicity of their materials and design. 
Here are three high grade bags for Spring, 
posed by The New Eve of New York. The 
composition on these pages illustrates how 
display treatments can be arranged in your 
store through the use of such accessories as 
fans, furs, vases and pussywillows 


se FEAST IS EAST, BUT THE 


riven 

ial (WEST IS BEST—MAYBE 
Ev 

ae ALIFORNIA shoe merchants seem to be 

& J. a unit in the opinion that light shades 
sup- will be the thing for spring. Sacramento ex- 
high presses the opinion that parchments, water 


peal. 


caiats lily, and light grays are to be the best sellers. 


Visalia favors colored kids with parchment 
shades leading. San Diego is strong for the 
airy colors. San Francisco and Los Angeles 
echo this. Right now the black patents are 
aes the big thing. A surprising spurt has been 
© to noted in grays. Even the small cities have 
the felt the demand. Riverside and San Bernar- 
‘ork dino express the opinion that many pairs of 

gray shoes will be sold this spring. For the 
ail first time in many years there is a unanimous 
the opinion on styles and colors. The northern 
red. and southern parts of the States usually have 
decidedly different ideas concerning styles, but 
the success of light colors the past year has 
brought about a unanimity seldom seen before. 


fast 


Blond kid with leopard panels arranged on 

a leopard coat, illustrating high style in 

walking shoes for late Spring wear. Com- 
position by The New Eve, New York 
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The one strap sketched at 
Palm Beach is basket weave 
strips of buck and patent to 
give the black and white so 
popular in the South. The 
quarter and strap are in buck, 
buckle fastened 
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Cobra leather in light colors, 

ag and oxford combined, 

illustrate double profit oppor- 
tunities 


Boot AND SHOE RECORDER 


The broad instep band in its 

many changes has developed - 

as a late Spring shoe tie 

style. It permits of three 

related colors in the« same 
shoe 


The ruddy red patent leathers 
have taken a more violent 
hue. Here’s a step-in and 
bag in a fuscha shade. The 
gingham vamp trimmings 
and heel match the gingham 


HIGH LIGHTS OF FASHION IN DRESS 


That Have Their Influence on Types of Shoes 
to Be Worn Soon 


OST every merchant wants specific information 

on the trend in dress fashions. Here are signifi- 

cant trends from the feminine fashion shops of New 
York: 

Stitched pleatings are frequently featured in various 
types of wearables this season. The idea is seen in coats 
and frocks as well, the pleatings being most often stitched 
to within a few inches of the lower edge of the skirt, 
achieving a slight flare. A black silk coat, for instance, 
was entirely box-pleated and horizontally stitched to 
within several inches of the lower edge. 

Shades of blue register strong in the mode this season, 
varying from the very light gray blues that look like 
patches from an early morning sky to the dark midnight 
blues that are so especially good for spring daytime wear. 
By the way, jersey is one of the really important sports 
fabrics this year. 

B. Altman & Co. features dark blue, and the impor- 
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tance of satin is also seen. Blue is quite as smart for 
evening as it is for sports and daytime clothes. 

One of the smartest combinations seen in Palm Beach 
and early summer designs is that of white with the 
various shades of brown. 

The vogue of the short jacket has brought in its path 
the little tailored suit. The Avenue shops are showing 
these now for immediate wear, Franklin Simon & Co. 
sponsoring one model with warmly interlined jacket 
which might be worn under a fur coat on very bitter 
days. They are, of course, showing these suits accom- 
panied by tailored silk blouses, but somewhat newer 
than these and from a standpoint of comfort, a very 
much better choice are the little knitted sweaters and 
shirts. At Saks-Fifth Avenue, Lord & Taylor and 
Best & Co., these little tailored suits worn with knitted 
shirts are sponsored. Lord & Taylor show several mod- 
els in gray oxford cloth accompanied by striped skirts. 
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Four shades of the same related 
color in her hat, leather belt, bag and 
shoes, having also related colorings, 
is revealed in this high fashion cos- 
tume, whose color tone is taken from 
the beige shade of the hosiery 


Women of fashion are taking oreme 
pride in developing the color blendii 
in’ thetr attire 












FABRICS ARE OF MID-SUMMER INTEREST 








Linen as a base, together with 
some new weaves having a 
a honeycomb surface, is one of 
the latest developments in ex- 
tremely high grade footwear. 
Here we see four accessories 
designed in harmony. Floral 
hand painted compositions go 
together 








Why shouldn’t the smart shoe 
store of the future sell gloves, 
belts and bags profitably? A 
very few sizes of each add dis- 
tinction to not only the win- 
dow display, but the public’s 
appreciation of the store’s up- 
; to-dateness 


and the Colorfulness Comes in the Leathers 


ARADOXICAL as it may seem, the best way to get 

a close-up view of fashions in footwear for spring, it 
is essential to look up the trend in color. For fashion 
now demands a harmonious whole as an ensemble of 
related colors from hat to hose. 

Pure white, which is not a color, is to head the list, 
first as a solid, second as a background for printings, 
third as an admixture with which to make pure French 
pastels, fourth as a running mate with black, and finally 
in the form of white shoes. 

Pure white coats, dresses, furs, gloves, hats, hose will 
be worn by the exclusives, which means that pure white 
shoes are to have a place in the footwear of the fash- 
ionables. White. and black shoes are all right on the 
links. 

Purity of color in high grade merchandise. will be 
the insistent demand of imperious fashion, since bizarre 
colors are relegated to the limbo of departed shades 
Next to white all the blues of sea and sky will be top- 
liners in colors. Hence skies to navies, principally the 
latter, are to carry the flag. 

Calf and the kid leathers have taken on their young 
shoulders a new color enthusiasm for summer. Tan- 
ners realize that colors must not only be beautiful, but 


«ich brown. 





that they must harmonize 100 per cent—for the new 
idea of “composé” in dress, translated into shoes for 
feminine feet, mean “two-tone” creations, and these dual 
shades must blend and contrast correctly, just as do the 
two tones in milady’s gown. And so, when a blue and 
white, or blue and gray, or green and parchment, or 
any of the light pastel shades, with slightly darker trim, 
are thought of in dress or hat, the shoes “trot right 
along” in similar attire. 

Shoes are more colorful. The cherry patent broke 
out like a rash in many places. Such combinations of 
cherry and black patent, such trims of reptile and 
cherry. The trade in the East seems to be at sixes 
and sevens on the cherry patent situation. Some of the 
best stores continue to view them as hazardous. Other 
stores of the same class feature them to the limit. 

The same thing applies to suedes. At least two of 
the largest stores regard suedes as poisonous, while one 
of the outstanding style pace-makers plays them up in 
several combinations and colors. In one window were 
seen suedes in blonde, pink, blue, pastel shades and 
Some pretty models are shown in trims 
of cherry patent over suede. Maybe women want suedes 
because they are hard to get. 




















To signalize a new type of window frame, we give first prise to Yager’s Bootery, of Grand Rapids, Mich. 
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The 


oval tops concealing the flood lights illustrate a new departure in window designing. The standard square window box 


is universal. 


Why not make style stores in a community conspicuous by their difference in windows. 
backgrounds in tinted silks are positively beautiful 


Drapery 


SHE GAVE A FEMININE TOUCH TO THE WINDOWS 


FTER the complaint has been registered that shoes 
themselves are too much man-handled, what can be 
said about shoe windows? Is there a possibility of some- 
thing new in window displays through the development 
of the idea still further of having woman-handled win- 
dows, as well as footwear? The feminine touch is 
coming into the business daily. 
An outstanding evolution of the idea of colorful win- 
dows has been attempted by 
Yager’s Bootery of Grand 
Rapids, Michigan. George A. 
Yager believes in beautiful shoes 
and beautiful settings. Mrs. 
George A. Yager, keenly in- 
terested in the progress of her 
husband’s business, has designed 
and developed a complete new 
treatment of window display. 
Mrs. Yager trims the shoe win- 
dows and possesses the natural 
instinct of blending colors in 
window compositions to more ef- 
fectively set off the shoes. 
The illustrations on this page 
show how effective the new treat- 


ment can be made; in fact, these windows are being 
commented upon all through Michigan. 

The windows here shown have a background of drapes 
in changeable taffeta in blue, orchid and burnt orange 
colors. The floor of the window has a deeper tonc of 
burnt orange velvet which gives a beautiful foundation 
for the shoes. Instead of using fabric valances, Mrs. 
Yager conceived the idea of using wood valances much 

deeper than the former frame of 
the window. They are painted 
green and have thereon appliqued 
flowers. When the final coats 
of varnish were put on the ef- 
fect is as if hand painted. In 
using this deep wood valance she 
accomplished an effect of cover- 
ing the window lights, and at the 
same time making the windows 
brighter than ever. 

Her idea of soft, colorful 
drapes for backgrounds, is more 
attractive than the ordinary 
paneled or mirrored backgrounds. 
The line of shoes carried is high 
grade and distinctive. 
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O sell shoes is my business :— 

To sell beautiful shoes is my hobby,” says 
W. E. Newbold, buyer of shoes for Smith-Kas- 
son’s, Cincinnati. 

With his latest new shoes—beautiful, soft kid in a 
rainbow of lovely colors—before him, he took out an 
old book to show how easily the beautiful shoes of one 
day could be made the beautiful shoes of another. 

“Now, look at this boot,” he said, showing a tall Rus- 
sian-pattern boot, trimmed with a scalloped cuff-top and 
braided stars. “The shoes that we make nowadays fit 
better than these older ones, of course, but you would 
not be surprised to see that boot and its mate walking 
down Main Street ? 

“And here’s a design for a dancing slipper. 
same design with modern shoemaking methods and 
you’d have something pretty. 

“And look at these!’ he turned to a page labelled 
‘Ancient Footwear Styles.’ “You'll find here ideas for 
a whole stock of shoes.” 

The new rainbow of slippers still stood on the desk. 
The buyer picked up a slipper in two pale shades of 
lavender and continued : 

“This isn’t an evening slipper, you know. 
being used for daytime wear, with dainty afternoon 
dresses, in matching or contrasting colors. The colors 











Use this 









These are 









The premier 
showing of ex- 
quisite shoes for 
Southern wear, 
made by Wolock 
& Bauer, of Chi- 
cago, is worthy 
of a prize for 
the beauty of its 
composition. The : 
shoes had colors 
and combinations 
in every possible 
material, and yet 
blended perfectly 
in color scheme 





THERE WAS STYLE AND COLOR BEFORE-IN SHOES 
A Shoe Style That Is Beautiful in One Age Is Beautiful in Another 












of these shoes are rose and blue and green and gray 
and lavender. The kid in them is something that the 
people who wore the shoes pictured in this book never 
heard about. If I showed you one of these old shoes 
beside one of these new ones, you’d hardly know that 
both of the shoes were intended for the same purpose. 
The shoe that I hold in my hand goes through many 
processes before it is the colorful bit of daintiness that 
you see. You marvel at the delicacy of its coloring. The 
woman who wore one of the shoes pictured in that 
book would find this coloring unbelievable. You are 
surprised at the comfort of the shoe. The women who 
had to wear those shoes in the old book didn’t know 
what it meant to have comfortable shoes. You modern 
women take it for granted that a shoe has to fit and look 
well on your foot and keep its shape and beauty while 
you wear it. The woman who wore these other shoes 
chose one shoe for beauty and another shoe for comfort, 
without realizing that there would come a time when we 
could make beautiful shoes that are comfortable, too 
“And it is these beautiful shoes that I believe can 
still be made beautiful. Because a shoe style that is 
beautiful in one age is beautiful in another. And 
beautiful shoe styles can be adapted from the needs 
of one generation to the needs of another,” 


Mr. Newbold, replacing the shoe in its box. 


finished 
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The junior misses are the wildest steppers in footwear this Spring. Every possible material, 


and sometimes impossible, is to be found in a line of shoes for the junior flappers. 


Three 


typical patterns, illustrated above, indicate three types of toes on the same height of heel 


SMARTER SHOES FOR GIRLS, WITH COMFORT 


HE outstanding problem in the junior grades of 

shoes is to give a smartness to the patterns, colors 
and combinations, and still retain much of the fine fitting 
qualities of suitable lasts for girls and young ladies. 

To achieve this much to be desired feature in foot- 
wear has meant considerable study on the part of manu- 
facturers and merchants. Through the cooperation of 
them both, a typical line is here shown. 

Fancy leathers carry distinction in these types of 
shoes without that wildness that would be apparent in 
higher heeled, narrow shank and French toe footwear. 
The pictures show to perfection the development 'of 
the new materials in a range of attractive patterns on 
these good fitting lasts. An in- 
teresting development of these 
shoes has been the acceptance of 
them by adult women who want 
to dress with all the dash of the 
flapper. 

The idea of more sparkle in 


with the low heel 


A run of novelty models for the girl from ten 

to sixteen illustrates what can be done with 

new and fancy materials, and still retain the 

excellent foot-fitting features of lasts combined 

for the growing girl. She 

must have her style, but with it she can also 
have the comfort needed 


girls’ footwear has become international. Our London 
correspondent indicates a remarkable movement in [‘n- 
gland. “The fashion styles have caught hold of girls’ 
and children’s footwear, and the new models have quite 
a fair range, though a long way after the woman’s scc- 
tion. Bands, interlacings, insets, underlays, overlays, <le- 
signs, with a plentiful use of snake, lizard, crocodile 
and so on, with even Charleston sandals, make a seiec- 
tion such as a mother of a family has never been up 
against before when it comes to the periodical out- 
fitting of her young daughters. There would seem to 
be money in this new development. 

There is more choice than ever. Our observer has 
seen shoes both of patent and 
glace leather, with very mai) 
embellishments, etc., among 
which can be listed lizard and 
other reptilian insertions, lizard 
trimming, lizard inset, vamp, 
punched vamp. 
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What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 
Giving Positive Information 


N Orlando, Fia., ankle ties of 

parchment and water lily are 
sling best in the Dickson-Ives 
store, according to Buyer Mrs. Eva 
Willman. “The Vampire, a square 
toe, high tongue, two-eyelet tie pat- 
tern is selling like a house afire with 
us. We carry it in half a dozen dif- 


This model is of stone kid (a 

new light tan) with decorative 

scroll of mottled calfskin. A 

leader in the Smith-Kasson store, 
Cincinnati 


ferent leather combinations,” said 
Baker Bros. of Orlando. 


[‘ Daytona, I. L. Spansell, buyer 


for Yowell-Drew Co., reports 
that 30 per cent of his sales are 
white, 30 per cent colored kid and 
the balance patents, satins and tan 
calf. Sport shoes are just com- 
mencing to move and Mr. Spansell 
predicts that they will get better as 
the season progresses. Very short 
vamps with round toes in shell gray 
and other light colors, with fancy 
chain strap sandals leading, are the 
high style points of the Yowell-Drew 
Orlando store. In Deland, which is 
a college town, Hawaiian sandals, 
with box heels and round toes, are 
selling freely in the Fountain store. 


Patent one-strap slipper with tan 

and silver piping and inlay, fea- 

tured by The Bootery, Los 
Angeles 


Down Fort Pierce way, whites are 
proving a disappointment. 


N Baltimore, parchment pastels, 

rose blush and shell gray are the 
principal styles being featured by 
the local exclusive shops. Among 
their many numbers, Maurice Wy- 
man, 19 West Lexington Street, is 
featuring a rose blush kid with 
lizard trimming and a junior heel. 
L. Slesinger & Son, 216 North 
Charles Street, features gray kid 
slippers with front piece effect and 
trimmed in lizard. Also a one-strap 
slipper with spike heel in the same 
shade. Simplicity is the keynote in 
this latter graceful style. Colorful 
footwear is being featured by Hess, 
8 East Baltimore Street, and in- 


Tie effect of contrasting colors 

offered in the seasonal clearance 

- of the Hahn Co., Washington, 
D.G. 


cludes the grays, rose blush and 
parchment pastels designed to main- 
tain the color harmony in the new 
spring costumes. 

Snakeskin in footwear is ex- 
pected to be a new feature of the 
spring styles here. Hutzler Broth- 
ers, Howard and Saratoga Streets, 
is featuring this type at the modest 
price of $25. One model being of- 
fered at this price features extreme- 
ly high spike heels, the slender 
instep staps joined by a bow and 
the vamp all in one piece, faultlessly 
cut. Three colorings likewise make 
an additional feature of the model. 
These are black, white and gray, 
making it a most attractive type of 
footwear for the woman who would 
be smartly shod. 


Stewart & Co., Howard and Lex- 
ington Streets, is featuring a one- 
strap effect in parchment kid and 
a two-eyelet tie in rose blush kid. 


In their new spring styles of Pan- 


Mode footwear for women, the 
Bernheimer-Leader Stores, Howard 
and Lexington Streets, are featuring 
cut-out oxfords in shell gray and 
also the same styles in rose blush 
kid with contrasting trimming and 
heel. 


N Little Rock, Ark., James Kemp- 

ner, one of the owners of Kemp- 
ner’s Shoe Store, says that one of 
their features, the “Doris,” a semi- 
sport model of rose blush kid with 
mosaic kid trim, leather rosette bow 
on vamp, box heel, price $10, has 
had a remarkable sale, both in mail 
orders and local trade. For misses’ 
afternoon wear the pastel parch- 
ment kid, mother of pearl with pat- 
ent trim, low heel, are selling well. 

C. G. Bridges, manager of the 
shoe department of Back’s De- 
partment Store, says: “The shell 
gray kid vamp and mottled blue 
quarter, spike heel, is going well, 
while the water lily kid pump with 
cherry patent underlay and water 
lily bow, spike heel, is a close second 
in sales.” Mr. Bridges reports that 
they are not having as many calls 
for black patents at present. 


Light kid in combination with 

reptile trim is a new season note 

struck in this model shown by 

the Cohen store in Jacksonville, 
Fla. 


Bedell of St. Louis shows this 

model in all the new light colors 

with inlays of darker shades on 
the quarter. At $6.90 
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Poe, of Little Rock, Ark., shows 

this “Zephyr” model in pastel 

parchment with trim of almost 

orange color—a spring novelty 
at $10 


USTIN, Tex., as represented by 
the Mueller Shoe Store, finds 
women more interested in color than 
in prices, patterns and other points. 
Many shades are displayed by this 
firm and a steady movement is 
under way. Shell gray and peach- 
bloom are popular numbers. Light 
kids are stressed, either in all-over 
effects or as trim. 


N Fort Worth, Tex., lighter shades, 

higher heels and shorter vamps 
are seen in the new spring styles for 
women. The combination of colors 
are more striking than in the past 
and are said to match various colors 
of gowns, hats and bags. The de- 


mand for the new spring colors and 
styles has been gratifying despite 


bad weather, the retail shoe mer- 
chants declared. The outlook for 
business is bright. 

Monning’s best seller is a step- 
in in gray gingham check kid with 
shell gray kid trim and tongue of 
same material. An opal gray kid 
with blue trim and a parchment kid 
with paisley trim was another good 
seller. Both had short vamps and 
high heels. 

Meacham’s best seller is a tie 
of pastel parchment kid with cherry 
patent quarters, spike heels and 
cut-out ornaments on sides. They 
come in various color combinations. 
Another good seller here is a patent 
calf vamp and quarter with paisley 
kid saddle and heel and inlay front. 
This is in a tie, with short vamp 
and high heels. 

Colton’s finds the best seller is 


Rose blush kid trimmed with 

cobra kid. Included in the first 

spring showing of the Bullock 
store, Los Angeles 


a peach kid with cherry patent trim 
in short vamp and high heels. 
Some of these have peach or gray 
kid heels. The combination of 
colors is varied. Another good seller 
is a stone kid tie with cherry patent 
trims arranged in a half dozen de- 
signs. 


N Rochester, N. Y., William East- 
wood & Son Co. are featuring 
spring styles, stressing two new 
colored kid slippers in three striking 


Another light shade, this time 

from the opening display of the 

Peacock Shop m Kansas City. 

The trim at the throat is of em- 
bossed leather 


tones. They are low cut one-strap 
pumps offered in two very attractive 
combinations, one of shell gray and 
rose blush kid and the other of rose 
blush and ivory kid. Both are of- 
fered at $8.50. 

Gould, Lee & Webster are featur- 
ing one of Hanan’s latest creations 
in Karungia kid, an _ attractive 
French high cut pump in a cinna- 
mon shade of kid embellished with 
scallop of Karungia kid, giving a 
reptilian polychrome effect, and 
bound with red leather piping. 


N Cleveland, Tom Wilson, man- 
ager of the Forsythe Shoe Cor- 
poration store at 820 Euclid Avenue, 
says that porcelains, grays, rose 
blush and parchment, in extreme 
high heels, are going well. Solid 


Real alligator shoes for women 

at $13.50. One of a number re- 

cently featured by the R. H. 
White Co., Boston 


parchment pumps, and patents with 
gingham trims, are getting a heavy 
call. Hosiery has been selling well, 
while buckles are still popular in 
present demands. 
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The Stone shoe store at 1264 
Euclid Avenue has a full window 
of women’s shoes in black pat- 
ent, satin, alligator, kid and many 
other materials. This line of mer. 
chandise is said to be selling well, 
Light colored kids with fancy trims 
are moving fast. Single strap shoes 
get the big call. 


INCINNATI stores report that 

light shades have come into 
their own. Buying has started and 
exceeds expectations. The blond 
and pastel shades are shown in 
great numbers. Not so much gray 
is offered, but is being asked for by 
customers, who are promised various 
gray shades in the near future. Ties, 
straps, pumps, oxfords and gore 
effects are all popular. The round 
toe and short vamp is demanded by 
the younger girls. There seems a 
tendency toward a slightly lower 
heel except in the strictly dress 


Strip pump in patent and pais- 

ley kid. Also featured in parch- 

ment with paisley by The Six 

Dollar Shoe Shop, Jacksonville, 
Fla. 


shoe. One shop offers a rose blush 
kid shoe with a cherry patent trim 
which is very popular. Another re- 
ports a stone kid pump with tongue 
and instep scroll of imported bark 
leather as selling especially well. 
Men’s shoes are moving well, with 
some of the lighter shades in good 
demand. F.,.O. Greber of the Walk- 
Over store on Vine Street reports as 
his best seller for the week a very 
attractive one-eyelet ankle tie effect 
in allover parchments, with a wide 
ribbon lace and metal ornament and 
a 20/8 Spanish heel. W. E. New- 
bold of the Smith-Kasson shoe de- 
partment offers a high glazed stone 
kid (somewhat resembling a frosted 
kid) two-eyelet instep saddle tie, 
cut-out quarter and vamp trimmed 
in imported bark leather, with metal 
tip lace and 14/8 Spanish heel, to 
retail at $18.50. This is one of the 
shoes which Mr. Newbold showed 
on the runway in Chicago and has 
proved one of his very best sellers. 











Kawneer 
Resiliency 
Means 
Plate Glass 
Protection 


Dotted lines in illustration show how 
Kawneer construction absorbs 
vibration from traffic and wind pres- 
sure, thus avoiding breakage. This 
flexibility (resiliency) is a feature 
exctusive in KawNEER. 


Were Last Year’s Profits Satisfactory? 


Inventories are Completed and January Sales are Over 


WILL inadequate show windows handicap 
your plans for larger sales and increased 
profits for 1927? Many merchants tell us 
how they attracted more buyers to their 
stores after installing a KAwNEER SrorE 
Front. This well known display window 
construction has been used by more than 
300,000 merchants, in every line of busi- 
ness, since KawNEER originated it more 
than twenty-two years ago. 


You, too, can increase your profits with a 
Kawneer Front planned to fit the needs 
of your store. The problem of better dis- 
play in your line of business is authorita- 
tively described in the free booklet, “How 
to Display Merchandise to Sell It”. Send 
for it. 


Kawneer 


SOLID COPPER 


STORE FRONTS 


See reverse side for store fronts suitable for your line of business 


4 Company 
/ 1119 Front St. 


A NILES, MICHIGAN 
Send free’ book for my 


line of business. 
Name 
Address —____— 


City and State~ -_____— 


Kind of Business 
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KAWNEER INSTALLATIONS 7” 


Shoe Stores 


Whether your trade demands silver slippers or street shoes — 
modern window display facilities are a vital need. Telling is selling 
and showing your merchandise to people that pass your store is 
telling them your sales story in the most profitable way. The in- 
stallations shown on this page are all typical Kawneer Store Fronts. 
They indicate the various designs selected by these merchants as 
best suited to volume sales and success in their location. 


THE 


Kawneer 


COMPANY 


Nives, Micuican 


Plate Glass The Cost is mi 
Prohibitive 


Protection 
Good display is essential 


The patented Kawneer re- 4 “ 
silient (flexible) metal grip —_—s ‘ de volume sales. The better 
on the plate glass windows, ' ~~ ”" - sb — display, the more attracti 
prevents danger of break- / ae An ag th 1 |i is the merchandise. Lack 
age caused by vibration and 1 . . ‘ @ : ; ~~ be display facilities therefo shoul 
wind pressure. This metal ; my al iad bes ee 3) ae is costly. It pays to invam™ chan 
grip not only seals the joint i Bg i ‘ : 7) oe ie Ve in a Kawneer Store Frot 
but allows the plate glass to =: mas, g y ) ee" ; . 7) ee because it pays for itself 
bend naturally under wind ; ef “e.g * my, | extra sales in a short ti 
or other pressure. iad , ae apn : The cost is not prohibiti 
* 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 








Enter Into the Life of the 


OOKING back over your past years, from child- 
hood up to the present time, aren’t there cer- 


Customer 


tain stores that stand out distinctly in your two each time. 


memory while the rest just merge into a haze? 


And why is this? 


Isn’t it that these stores—these merchants—have 


and women like some handy little item that they can 
use in their daily rounds and will save them a move or 


Folks like to see things that are somewhat unusual. 


That is why a crowd quickly gathers when a demon- 


strator works in a window. 


That is why motion and 


in some way entered into your life? Somehow they color in displays make an impression that stays in the 


have become associated with events, pleasures or 


habits of the past. 

Remember the _ grocer 
who used to give you a 
cookie or a pickle? The 
druggist who sometimes 
handed you a little candy? 
The shoe man who gave 
you a bat and ball or 
some novelty that pro- 
duced a lot of fun? The 
big store that put on a 
Christmas pantomime in 
the show window? 

These all had some- 
thing or did something 
that earned them a place 
in your memory. Why 
shouldn’t you, as a mer- 
chant, impress yourself 
and your store on the 
memories of the children, 
the big brothers and sis- 
ters and parents of your 
customers and your pub- 
lic? 

There are different ways 
by which you can accom- 
plish this. Boiled. down, 
these are: 

Give them something 
they don’t get elsewhere. 

Show them something 
they don’t see elsewhere. 

Keep in touch with 
them. 

People appreciate being 
given souvenirs and nov- 
elties. They like this 
token of your apprecia- 
tion of their patronage. 
Children, from three to 
Ninety-three, like some- 
thing from which they 
can extract fun. Men 


memory. The word “show” has a drawing power to 


which they’re always susceptible. 








Some Entries for Your 
March Note Book 


March 1-5. 

Regardless of the weather, unless it’s decidedly 
frigid, the window appeal should now be made on 
spring styles. Early buyers can be attracted now, 
with a probability of future purchases in April in 
order to have shoes for Easter. 

Ads now should be light and airy in effect— 
suggestive of spring in their general make-up. 
Don’t run clearance items, rubbers, etc., in the 
spring fashion ads. Let these have ads to them- 
selves. 


March 7-12. 

Are your windows and store interior resplendent 
in spring dress? If you aren’t changing the win- 
dow back or floor, there should be some new color 
and design in the way of decorative panels, 
plaques, drapes, etc. If you have use for a new 
set of shoe display fixtures, now is the time to get 
them. Try some colored lighting effects. 


March 14-19. 


St. Patrick’s Day the 17th. This is a good day 
to take notice of in a window display, because it 
is a party date. The Shoe Store Service Section 
of Jan. 29 illustrates a trim idea. 

Some appropriate tissue paper and cutout dec- 
orations can be bought in your own town. 

Advertising novelties can be used to advantage 
now. Also, many merchants will find this sugges- 
tion worth considering; prepare to give souvenirs 
in the morning hours during the busy weeks before 
Easter. 


March 21-31, 

By this time you should have sold enough spring 
shoes to know what numbers are going to be good. 
Take pains now to prevent running out of sizes 
in the sellers before Easter. 

How about your insurance—does it cover the 
heavy stock that you now have on hand? 

In the busy season it is harder to keep the store 
spick and span; but it is even more worth while 
even if it adds a little more to expense. 











Clever mechanical and 
color devices in displays 
are remembered. Decora- 
tive themes bearing on 
events that interest peo- 
ple are remembered. In- 
teresting demonstrations 
and “shows” are remem- 
bered. 

The more intimate the 
occasion with which a 
merchant associates him- 
self, the more he accom- 
plishes toward entering 
into the life of the cus- 
tomer. 

Some dealers watch the 
birth notices in the papers 
and send a token for the 
new arrival. It might be 
a baby book or a credit 
of a dollar on a savings 
account, or some pretty 
little remembrance. 

Some keep notations of 
birthdays on their mail- 
ing list and have a tickler 
system for sending out 
cards or other forms of 
greeting. Engagements 
and -marriages are very 
effectively followed up in 
a similar manner. 

These are just a few in- 
stances of what can be 
done. In many other ways, 
as well, it is possible for 
you to become associated 
in people’s minds with 
events that are memorable 
to them. All such oppor- 
tunities are well worth 
following up. 
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GRAND RAPIDS 
Factories: ~ T O R E E QO U I P M EN T _—_ 


Grand Rapids 
Portland, Ore. C O R P O R A T I O N representatives 
Baltimore in most 


New York City Grand Rapids, Michigan principal cities 


Succeeding 


The Grand Rapids Show Case Co. + Welch-Wilmarth Corporation 
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Motion In a Window Never 
Fails to Attract 


The Water Window the flowers themselves, may be cut out in the shape of 
an electric light bulb. Use 200-watt lamps. Cutouts 


UNNING water in a window isn’t as difficult a 
arranged in a circle, with a duplicate cutout that will 


feat as it seems. To demonstrate the waterproof 
qualities of the leather in winter boots, stretch a hide 
on a rack with one end higher than the other. Run a A WT a 
hose from the back of the store to the hide, so that the — = v 
water will run in a steady stream down over the hide. 
The water will run off into a receptacle, to which an- 
other hose is attached which will carry the water off. 


* * * 


Colored Lights Moving 
T the back of the window, about a foot and a half 
from the extreme rear, place an upright in the 
shape of a gigantic flower or a bouquet. The petals, or 
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Above is the water window, described in 
this article and to the left is the moving 
light effect, also described 
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“You are perfectly safe, madam, in buying 
it. Frequently and freely used it will assure 
utmost satisfaction from your footwear pur- 
chase. Shall I wrap it up with your shoes?” 


With no more sales talk than that, shoe merchants 
are making sales and taking good profits on 
Whittemore’s Superior Shoe Polish. Our experi- 
ence has shown that, to suggest a purchase is to 
effect a sale. We advise placing early orders for 
spring and summer stock. The best bet is— 


BOSTONIAN SHOE CREAM 


Put up in the particular shades to match leather, or in 
neutral, which takes care of all colors. It is especially 
adapted for this season's colored kid and calf leather 
shoes, either plain or in combinations. 


OIL PASTE SHINE POLISH 


Some call it the “lazy man's polish,” it does so much so 
easily. It is packed in handy containers for black, 
brown, russet and oxblood shoes. 


CUPID 


Is the quick cleaner of white leather shoes. It is a 
De Luxe article, specially packed, and retails readily at 
fifty cents, with a handsome margin of profit to you. 


SHUCLEAN 


A running mate to “Cupid.” Put up to retail at twenty- 
five cents. It is another fine proposition for white shoes. 


Then there is 


CLEANALL 


Sells any time. Demand is constant. It is the safe-as- 
water preparation to remove soil spots from shoes or 
clothing. 





All the above are essential to a well 
balanced stock of Whittemore’s 
Superior Shoe Polishes. Order 
from your jobber. 





WHITTEMORE BROS. 


SHOE POLISH MANUFACTURERS NEARLY A CENTURY 


BOSTON, MASS. 
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revolve immediately behind. The lights arranged in third set was a light summer suit of the Palm Beach 
wheel fashion directly behind this again. An electric variety. On the fourth set was a pair of the summer 
fan for the motive power at one side throwing a blast weight shoes. It depicted clearly the relationship in 
of air on propellers which project from the rim of the weight between seasonal clothing and the proper shoe 






duplicate cutout. BAe for each. . 
Samples of light weight suit fabrics can be shown 

‘ P 4 . 
A Children’s Motion Window in harmonious contrast with the new types of sport 






AKE a figure, a boy doll, perhaps, will do. Take @ shoes. Drape the cloth over the fixture on which the 
box and drape it in the form of a bank of a stream. shoes are displayed. Add hosiery and serve. 
Use half the window for the bank. Display shoes on Bright colored summer sweaters of the pull-over 


it. Have the doll’s feet hanging over a “pool’’; a pan of ‘iutiad t shirt d bright! ‘ 
water fringed with artificial grass. Have footprints «ty, Sport shirts and brightly colored neckties can 


made of cardboard leading from the other side of “‘pool”’ 
to the side on which the doll is. Run a rubber tube 
attached to a faucet at rear of store, into the doll’s leg 
and down to the shoe. Turn on the water so that it will 
drip, thus creating the impression that Johnnie has 
just stepped out of the “pool” with wet feet. Have a 
placard reading: “How Did Johnny Get His Feet 
Wet? Children Guessing How Will Be Given a Balloon 
Free. (Mothers are permitted to help their youngsters 


solve this problem.) ” 








be borrowed from your friend the local haberdasher to 
help make a colorful shoe window. Give him credit on 
a neatly lettered card beside the display. 











* * 


Travel Window 
MERCHANT whose youngster owns one of the 
elaborate electric trains with all its appurten- 

ances like towers, stations, sidings, etc., ought to bor- 

row it for a “travel window.” Label the stations after 
the noted resorts and style centers of America, and put 


* 






















get his feet met? 





the shoes representative of the place named around the = a Bb all mee 
station. Some of these toys have a trackage of fifty "FREE 














feet; the train runs by electric current. Try it. 












* * 


Summer-Weight Windows 
ANY and varied are the ideas which have 
been tried, and can be tried, in getting men 

to look with favor on the lighter weight shoes for 

summer. The main idea to be kept in mind, 
of course, is that they are light in weight 
and comfortable, just as. summer-weight 
clothing is light in weight and comfortable. 

Summer-weight shoes and straw hats can 
be made the basis for many different kinds 
of trim. 

Last year one merchant had four small 
grocery scales in his window, painted an 
attractive color. On one set of scales was 
a winter-weight suit. On the one beside it 
was a pair of heavy winter shoes. On the 


* 
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The merchant who wants to make his win- 
dows the most talked of ones in town will 
use some of these ideas. Guessing contests 
always get them into the store 


UMAR, 
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: When heels slip- 
| business does! 





It doesn’t pay to take chances on shoes slip- 
ping at the heel. When that happens the 
customer goes elsewhere for the next pair: 
Don’t risk fitting shoes too short to pre- 
vent this—simply add to your sale a pair of 


DF Scholl's 
Nu-Grip Heel Liner 


Self protection is a sufficient reason 
for your pushing Nu-Grip—but it isn’t 
the only one. 

This item sells in a jiffy— 

it pays you a good profit— 

it shows that you are progressive— 

it draws new customers into the store— 

it makes shoes more satisfactory— 


A big volume of sales 
on Nu-Grip are already 
more than half made for 
you by the big campaign 
of Foot Comfort adver- 


Dr. Scholl’s Nu-Grip Heel Liner is 
packed one dozen on an attractive 
counter display. A beautiful two 
color window sign 16 x 5 inches in- 
cluded with your order 


tising in scores of magazines, reaching 
fifty million people including most of 
those in your trading area. Just tie up 
with this advertising—make good use 
of the display material which we fur- 
nish you for your windows and show 
cases—and you will find that Nu-Grip 
materially increases the figures on the 
right side of your ledger. 


THE SCHOLL MFG. CO., INC. 


213 W. Schiller Street 62 W. 14th Street 
Chicago New York City 


112 Adelaide St., E., Toronto 


No heel can slip 
in the cup-shaped grip 
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Meeting Seating Problems 
for a Half Century 


Has given us the answer to your Profit Problem 








f A half century of seating service to theatres, smartness to your store. Bring in more and 
: schools and churchesstands behind“American” better trade. Build confidence in your values 


claim to seating superiority. Thesame organi- and management. Make your store the pre- 
zation, seating experts and master craftsmen ferred place to buy shoes. 

have given their specialized knowledge to 

meeting shoe store seating problems. Resources FREE SERVICE AND BOOK 
and research have been applied tomake Amer- Our engineers and draftsmen have suggested 
ican Interlocking Shoe Store Chairs a novel seating arrangements for thou- 
vital business building factor in your store. sands of shoe stores from coast to coast. 
The discriminating shopper seeks out Their experience is yours without obli- 
the store that reflects distinction. gation. Write our Shoe Store Service De- 
Where equipment is in harmony with _=—_ partment for seating ideas. Our helpful 
better taste . . . and shopping is made “New Stylesin 32-page book, “New Styles in Shop 
pleasant. “American” Chairs, beautiful Shop Seating” Soating”, also free to interested owners 


~ . . . Helpful handbook for ‘ 
in finish and design, add this touch of ‘emodemshoestore and managers. Write for a copy today. 


owners or manager. 


American Seating Company 


. 1016 Lytton Building Chicago, Illinois 
Branch Offices 
New York: R-601-119 W. 40th St. 


ANC Boston: R. 302-69 Canal St. 
: a a 
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Philadelphia: R. 703-1211 Chestnut St. 
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Brighten Up Your 
Windows with New 
Goodwin Fi ixtures 


No. 140 
Shoe Stand 
in Gumwood 

12 in. high. 


18 in. high.. 
24 in. high... 


ERE’S a new gumwood fixture, embrac- 
ing simplicity of design and practical 
display features for shoes and hosiery com- 
bined. 
Goodwin fixtures are distinctive—well con- 
structed — beautifully finished, and fairly 
priced. Send for catalog showing a great vari- 
ety of styles at various prices. 
Combination No. 2200 


#140 Shoe Stands, 12” high, @ $3.25 
$140 Shoe Stands, 18” high, ‘ 
$140 Shoe Stands, af high, 

$130 Taberet, 24” high g 33 
36 Plateau, 8” hig 


1 
fie el Rests, $395 


6 
6 
4 
1 
u 
6 


‘Oras Drs © © @) DD 2 hair. 'an @ © ue hater 


WORCESTER, MASS 


ee 





FRANKEL 


“COLONIAL” FIXTURES 


ORDER SEND FOR 


TODAY 
FOR CATALOG 


SHIPMENT BS 27 
TOMORROW . 


LRANKEC 


RANKEL | 


493 SEVENTH AVE. NEW YORK 
ETWEEN 367 & 37™STS. 











The Asking 
Make Your Spring Displays a Success 


Schack’s New Spring Flower Book consisting of 24 pages 
printed in four colors, and illustrating hundreds of new 
decorative ideas will help you. Every display man or 
merchant should have this New Spring Flower Book. 
Send. for it today. It’s free. 


Make Your Store Front the Best Lighted Place in Town 


satiting St $675 


plete with 


Schack Artificial 
Flower Co. 


Main Office and Factory CHICAGO amp 


134-140 N. Robey St. 











—— 
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In March 
People Think of April 
—and May 


At this season of the year the human trait 


of looking forward to Spring is everywhere : Unob trusive 


in evidence. 
The greatest possible late-winter appeal is E legance 


ee 9? . 4 * 
the feel” of Spring. Geet it into se No. 3251 These wrought iron shoe fixtures pro- 
a a bi ; ‘I , — a quality atmosphere that creates 
pring color in the right combinations w ‘ o - : 

: 4 ur Midget Fixtures of glass are used 
give your windows the atmosphere of the by a great many of the leading shoe 
coming season. ! — i a yo. 

. : ; verything in glass and metal display 
The new issue of our catalog : fixtures for shoe windows. 





“The Guide | 
FY 4 ' ‘ Let us offer 
to Better ’ y suggestions on 
ee t : . the placing of 
Wncow ry ie rong 


out of your 


Displays” &. ~ as window floors. 


shows the delicate Spring shades assem- 
bled to perfection. Light Greens—Yel- 
lows—Pinks—decoratives in color combi- 
nations which in February and March re- ° 

mind the prospective customer of pur- 

chases for April—and May. 

If we have not sent you a copy let us have 

your name and address immediately. 


The Adler-Jones Co. Fixtur CC —= 
645 So. Wells St. ee any - ee 


CHICAGO CHICAGO 


4 showroom 5g a 








ILLINOIS 
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Talking 
Windows 
Make 
More 


Sales 








Window Cards that sell Shoes 


EXCLUSIVE and INDIVIDUAL IN APPEARANCE 
UNUSUALLY ATTRACTIVE and ARTISTIC 


4 BEAUTIFULLY EMBOSSED ART 


LEATHER FRAMES (like above) 
8 CARD vidiaiss acs: MONTH $ Y0 py mon th 


50 BLANK. PRICE TICKETS 
$4.00 Per Month 


Double Service: 6 Frames and 12 Cards per Month ~—_- 





po : ALSO 
COUPON THE RECORDER STOCK RECORD BOOK 


Bocentes Show Card Service, > : 
Sites i West Madison 8t., FOR COMPLETE AND ACCURATE 
Please tor STOCK RECORD KEEPING 
RECORDER SHOW GAED SERVICE 


for one year from this date. We agree Mailed Postpaid on Receipt of ~ 


to ney you $3.00 per month for this 
We carry Men’s, a and Chil- Your Check 


dren’s Shoes and Hi 

sain ace ike ae anaes. * 

tar pe vem (Grey) (Green) Mat 50 
oe on the mats as per 

copy attached to this coupon. 


THE RECORDER SHOW CARD SERVICE 
189 W. Madison St., Chicago, Illinois 
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Wrought Iron Display Equipment 


Is marching into the thoughts and show windows of Shoe Merchants at an 
astonishing pace. 
This type of*fixture has been attracting more and more atttention, 
but lines have been incomplete, until finally we have put on the 
market not alone various types, but a complete range of items em- 
bracing everything required for the window and including such 
accessories as Dividers, Screens, Ferneries, Lamps, Wall Brackets, 
Ceiling Lights, etc., in addition to Pedestals, Plateaus, Shoe 
Stands, etc., and embracing many unique designs. 
Highly Skilled Workmanship—Very Conservative Prices 


FINISHES Antique Gold, Silver and Blue, Silver and Red, Red and Black, Gold 
Polychrome, Rusty Iron, Black and Silver, Verdi and other finishes. 
Ask for Catalog W. I. 


Wood Fixtures 


Very Large and Complete Line of Wood Fixtures—None Better 
Ask for Catalog 22 of Wood Fixtures 


Glass Fixtures 


We have the most extensive line of Glass Fixtures extant 
Catalog No. 18 of glass contains many original ideas 


WRITE FOR SAMPLES “IN STOCK” WINDOW VALANCES, PLUSHES 
AND OUR LIGHT WEIGHT, SUN FAST U60 DRAPING MATERIAL 


Quality—Service—Courtesy 


Visit Our Chicago or New York Show Rooms 
NEW YORK SHOW ROOM 


THE HECHT FIXTURE CO. 


Between Broadway and Sth Ave. 233 South Wells St., Ground Floor, Medinah Building, Chicago 
































a. 
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40%, 


The simple arithmetic 


VS. of the Nettleton plan 


| of profitable shoe mer- 
3 QO O chandising points the 


way to sound business 


growth. 


UT your greatest sales efforts on these fine shoes which 

you can sell at a 40% profit, and build dividerids; that 
are marketable at less competition— and, when worn— 
establish confidence and up-build repeat business. 


With a dependable In-Stock Department of 48 smart styles 
from which to draw for immediate needs and local sales 
co-operation that is unequaled, you are assured of success 
from the start. 


If there is no Nettleton dealer in your city and you are 
interested in selling the highest grade of men’s fine shoes 


—write us for full details. 


lettleton 


“There Are No Finer Shoes’? 


A. E. NETTLETON CO. 


H. W. COOK, President 
SYRACUSE, NEW YORK 
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HE boys of the Badger State are 

much pleased about the appoint- 
ment of Frank J. Larkin as a regional 
director of the N. S. T. A., as a recent 
letter from C. W. Johnson, secretary- 
treasurer of the Wisconsin Shoe Trav- 
elers’ Association, to National Secre- 
tary Delany shows. 

















UFORD H. 

JONES, presi- 
dent of the 1927 
Boston Shoe and 
Leather Fair, and 
vice- president of 
the Thomson- 
Crooker Shoe Co., 
is every inch a shoe 
traveler, and _ to 
prove this he takes 
country-wide trips, 
especially to trade 
conventions. One 
of the most recent 
which he attended 
was that at Indianapolis, which opened 
on Feb. 14, and on which auspicious 
occasion Prexy Jones presented to the 
Hoosier State retail shoe merchants a 
Valentine in the form of a cordial in- 
vitation to come to Boston’s hospitable 
shoe “shores” on July 5-7, and to have 
the best and most constructive time ever 
at the big trade together, the sail down 
the harbor “n’ everything.” 














Buford H. Jones 





















OSTON is out 

to increase its 
membership to 500. 
It is now 318, but 
“that number is not 
large enough,” 
says Harry P. 
Lynch, president 
of the B. S. T. A. 
At a meeting of the 
executive board of 
the Boston Shoe 
Travelers’ Associa- 
tion, held at the 
Hotel Essex, after 
a recent Saturday 
noon luncheon, plans were made to “let 
down the bars to lasts and findings’ 
men, trade journalists, and to all other 
members of the trade,” as arranged for 
in the amended National by-laws. 
“Prexy” Harry Lynch and his group of 
shoe travelers have as their slogan 
“Boost the New England Shoe Indus- 
try,” and with this as an impetus, a 
“get-together” meeting takes place to- 
day, Feb. 26, at the Boston Chamber of 
Commerce, to which representatives 
from the allied trades and associations 
ave been invited, and after luncheon 
will give voice to their views for 
greater, coordinated and cooperative 















Harry P. Lynch 




















Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


By HELEN M. HANEY 


effort in boosting the New England 
shoe and leather business. 


HE Boot and Shoe Travelers’ Asso- 

ciation of New York has a big mem- 
bership campaign “on.” Robert B. 
Smith, president, held a meeting at his 
office in Suite 1519, 130 West Forty- 
second Street, at which the boys of the 
big metropolis voted to make this the 
most successful season ever and to 
double their roll call before 1928 ap- 
pears. Three membership teams have 
been appointed, each with a captain 
and a lieutenant. The teams are called 
“The Reds,” “The Whites” and “The 
Blues. A dinner at the end of the 
drive, and prizes to the winning team, 
will be one of the big future features. 
A committee has been appointed on 
the summer outing, as well as an em- 
ployment committee to be of service 
to members and to manufacturers. 


HE Chicago Shoe Travelers’ Asso- 

ciation “pulled off” a _ successful 
Abraham Lincoln Birthday luncheon 
on a recent Saturday at the La Salle. 
Sidney Lyon, representative in the 
Illinois State Legislature, gave an in- 
spirational talk on “The Great Eman- 
cipator.” Representative Lyon has 
made a special study of Lincoln and 
handled his subject in a very inter- 
esting manner. President Sam G. Solo- 
mon presided, and announced the fol- 
lowing chairmen of standing commit- 
tees for the ensuing year, the chair- 
men to form their own committees: 
Membership Committee, James C. Mur- 
ray; Entertainment, Harry I. Strand- 
hagen; Welfare, Thomas H. Knox; 
Educational, Ned Ray; Employment, 
Dave Davis; Style, George H. Harris; 
Grievance, Joe Kalisky; Insurance, 
Simon Ruwitch. 


OL PEISER, secretary of the Pa- 

cific Coast Shoe Travelers’ Asso- 
ciation, writes to the National secre- 
tary that San Francisco has arranged 
for a group life insurance policy for 
its members, to conform with the rules 
of N. S. T. A. group insurance, mak- 
ing its age limit 55. The initiation fee 
in this association is $1 and dues are 
$5 per calendar year. A letter has 
been sent out by Secretary Peiser to 
the various manufacturers and whole- 
salers in his section asking that they 
interest their salesmen to join the 
Pacific Coast association as members 
and take advantage of the group in- 
surance plan. 


HAyine been recently elected a 
Congressman from the Third 
Florida District at the recent elections 
in that State, Thomas A. Yon, who for 
the past thirteen years has been a 
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traveling salesman for the M. C. Kiser 
Shoe Co., of Atlanta, jobbers, has ten- 
dered his resignation to the Kiser com- 
pany, as it will be necessary for him 
to devote most of his time to Congres- 
sional matters hereafter. Mr. Yon’s 
home is in Tallahassee, Fla.; he is well 
known to retail shoe merchants all 
over the South. One of the chief things 
he will work for while in Congress will 
be the discontinuance of the 50 per 
cent Pullman surcharge, a matter on 
which Mr. Yon is very well informed. 


RED W. MOR- 
ITZ has been 
appointed general 
sales manager of 
the Harsh & Chap- 
line Shoe Co. Mr. 


Moritz has risen 
from the ranks 
and has_ earned 


this promotion by 
hard work. His 
genial disposition 
and pleasing per- 
sonality have won 
him a_ host of 
friends in the shoe 
industry, with which he has been iden- 
tified for many years. Mr. Moritz’s 
extensive experience qualifies him for 
his new position. For several years 
he was connected with the Janke 
Shoe Manufacturing Co., selling the 
jobbing trade, and later handled the 
Universal specialty line of the Harsh 
& Chapline Shoe Co. A. Travis, 
present sales manager, will continue 
in his position, assisting Mr. Moritz. 





Fred W. Moritz 





L. WEAVER, of Cleburne, Tex., 

* who represents L. B. Evans & 
Sons, will also carry Murphy & Saval 
Co.’s high-style women’s turn type Mc- 
Kay shoes in Oklahoma, Texas, Ar- 
kansas and Louisiana. 


E. WILLIAM 
¢ PRESCOTT, 


who for many 
years has sold 
Martha Washing- 


ton shoes in Iowa, 
will now carry the 
complete specialty 
line of men’s and 


boys’ Honorbilt 
shoes for the F. 
Mayer Shoe Co., 





traveling the en- 
tire State of Iowa. 
The new line con- 
sists of young 
men’s “smart” shoes. 


J.B. Wm. Prescott 


Mr. Prescott will 


also have a complete line of men’s cor-, 
rective arch support shoes, in widths 


from AA to EE 
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20CHESTER 


SHOES 


IN STOCK 
Styles of 


the moment 
that you will 


“Aloma” need for early _ “Lark” 


B- g 
B-794—Shell Gray Calf (Blue ves 7 Oe 


underlay) $4. Spring business B-709—Parchiment Calf 


B-792—Parchment Calf Patent Piping) 
Patent Underlay) B-708—Patent Leather 


B-793—Patent (Parchment Calf 
Underlay) 4.5 


B-773—Patent, 19/8 Heel 
B-763—Parchment Kid, 19/8 Heel 5.25 


“Regent” 
“Okay” Ws N B-3842—Biack’ Sati 
B-262—Shell Gray Kid " ’ } 
B-256—Pearl Gray Suede 
B-259—Parchment Kid 
B-260—Patent 


“Clare” 


282—Pearl Gray Suede 

oe ;—Binck sett — 

“Ileana” SIZES AND WIDTHS “572—Patent Leather 
AA..4%-8 A..48 B..3%-8 C..3-8 -224—White Satin 


B-284—Parchment Calf B-575—wWhite Kid 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y.,U.S.A.  . 



































New York Office: 612 Marbridge Bldg. Oakland, Cal., Office: 424 Belview Ave. 
B. W. MOYLAN H. S. KUSHINS 


Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 East Sth Street 
A. F. JENKS Cc. E. VanDEGRIFT 


Chicago Office: Majestic Hotel 
F. J. SATEK 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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Indiana Shoe Retailers to Join 
The Ohio Valley Association 


Committees Appointed to 
Organize Groups of Mer- 
chants in Hoosier State 


INDIANAPOLIS—At a meeting of In- 
diana shoe retail merchants at the 
Claypool Hotel last week, in conjunc- 
tion with the Buyers’ Week held by the 
Indiana Shoe Travelers Association, a 
committee of three was appointed to 
work with W. E. Southard, secretary 
of the Ohio Valley Shoe Retailers As- 
sociation, in organizing Indiana groups 
of retail merchants to affiliate with the 
Ohio Valley association. The member- 
ship will be limited to independently 
operated retail shoe stores. 

Mr. Southard will work in the State, 
organize the groups and call within 90 
days a general meeting of those mer- 
chants for the purpose of perfecting 
an organization. 

M. U. Burroughs of Crawfordsville 
was elected chairman of the committee. 
Other members are C. F. Wheeler of 
Cambridge City, and Sam Schwartz of 
Muncie. 

This committee is attending the Ohio 
Valley convention at Columbus, Ohio, 
this week to work out the details of 
organizing the Indiana groups. Sam 
Schwartz was the organizing head of 
the movement and was_ supported 
throughout the sessions here by George 
J. Marrott of Indianapolis. 


Iowa Meets March 15-17 


Des Motnes—J. C. Clark, president 
of the Shoe Travelers’ Auxiliary; 
Charles A. Clark, secretary-treasurer, 
and Carl P. Ortlund, director of the 
Style Show, visited this city recently 
to complete arrangements for the Iowa 
Retail Shoe Dealers’ Association Con- 
vention, which is being held, as on 
former occasions, under the auspices 
of the retail shoe merchants and the 
Iowa Shoe Travelers’ Auxiliary. It is 
reported that shoe manufacturers are 
enthusiastic and are sending in their 
shoes for the Style Revue, and that 
there is every indication this will be 
one of the most successful conventions 
ever held in this State. 


Daltura Retiring 


West Patm BrEacH, Fita.—The Del- 
tura Shoe Company, a store selling 
men’s shoes here, announce that they 
are closing out their store and retir- 
ing from the shoe business. 











Style Conference 
April 26 and 27 


NEW YORK —The next 
conference under the sponsor- 
ship of the National Boot and 
Shoe Manufacturers’ Associa- 
tion, the National Shoe Retail- 
ers’ Association, the National 
Shoe Wholesalers’ Association, 
the National Shoe Travelers’ 
Association and the Tanners 
Council, will be held in the 
Hotel Astor, in this city, April 
26 and 27, it has been defin- 
itely decided. 

The conference will start 
with a banquet in the Grand 
Ballroom of the hotel on the 
night of April 26, followed 
by a style revue with living 
models. The conference to 
decide upon a selling program 
will be held in the South 
Gardens, 10th floor on the 
morning of April 27. 











Stage Fashion Show 


DENVER (UPTS)—The fashion show 
staged by Gano-Downs, Denver dealers 
in exclusively high-class wearing ap- 


arel, in which Fay Lanphier, famous 

iss American beauty, was featured, 
was the affair de luxe in local dress 
circles. It was staged in connection 
with the Denver Automobile Show. 

Shoes, necessarily, played an impor- 
tant part in milady’s ensemble, and 
their importance as related to proper 
attire adequately stressed. The pageant 
of style, climaxed by a wedding en- 
tourage of six maids, was viewed by 
thousands. While the entire cost of 
these performances, lasting a week, 
were borne by Gano-Downs, they can- 
not but have a beneficial effect upon 
spring buying in general. 

course, the numerous gowns worn 

by Miss Lanphier were matched by 
proper footwear. High-heeled shoes in 
black patent leather, iridescent leather, 
gray and beige kid were shown almost 
exclusively. If the models displayed 
are any indication, pumps and single 
strap slippers are to be the thing this 
spring. 





Open New Shoe Depts. 
in Fort Myers, Fila. 


Fort Myers, FLtA.—The Ladies’ Hab- 
erdasher, Inc., which has heretofore 
sold only ladies’ and misses’ ready-to- 
wear and millinery, has added a shoe 
department in which women’s shoes 
will be handled exclusively. The same 
company operates a store at Braden- 
town, Fla., where also a shoe depart- 
ment is being in stalled. At the two 
other stores of the company, those in 
Waycross, Ga., and Lakeland, Fla., no 
change is being made at present. 
Officers of the company are Jo. R. 
Persons, president; Chas. L. Persons, 
vice president; and Duncan Sinclair, 
secretary-treasurer. 


Date Changed to March 14 


BostoN—The second annual “Manu- 
facturers’ Night” of the Boston Retail 
Shoe Salesmen’s Association, originally 
scheduled to take place on Monday, 
March 7, has been postponed on ac- 
count of the elaborateness of the plans 
to March 14. Shoe manufacturers, 
merchants, wholesalers and shoe trav- 
elers have been invited, as well as re- 
tail shoe saleswomen from the local 
stores. 

The large room over Marston’s 
Restaurant, 150 Boylston Street, 
known as “The Rainbow Room,” has 
been engaged for dinner at 6.30, fol- 
lowed by “rapid-fire” talks from trade 
leaders and an illustrated talk on 
“Why the World is Walking Better,” 
by Dr. Jos. Lelyveld, clinician-in-chief 
of the Foot Clinics of Boston and di- 
rector of the National Association of 
Foot Hygiene; there will be an inter- 
esting vaudeville performance, and at 
10 p. m. the floor will be cleared for 
dancing until 12 o’clock. An attrac- 
tive booklet, setting forth the aims and 
objects of the association as well as 
those of the National, which will in- 
clude the program of the evening and 
advertisements of the trade, entitled 
“Highlights of Shoe Making and Shoe 
Materials,” is being arranged. 


Wis. Convention Date Set 


MILWAUKEE—The board of directors 
of the Wisconsin Retail Shoe Dealers’ 
association met at the Elks’ Club Feb- 
ruary 15 and decided that the annual 
convention of the association will be 
held in Milwaukee next August. 


Sells More Men’s Hose 


Des Morines—The H. & J. Shoe 
Company, 621 Locust Street, known as 
“Curley’s,” features men’s specialty 
shoes at $5.85 and does a very profit- 
able business on men’s hosiery in con- 
nection with their shoes. 





BOOT AND SHOE RECORDER February 26, 1927 


3 W’s LENOX McKAYS i 


HERE IS A FULL RUN OF VARIATIONS ON A VERY 
ATTRACTIVE ONE STRAP—IN STOCK, OF COURSE 








Cherry Patent Vamp and Quarter, P. | 
Alligator Strap and Cut Out. mee pate Throughout 
e 


1 
oa a 4 11 - 5581 11% to 
2 . 6581 Broad Toe, 2% to 6... 


8590 ee Heel) A 8581 Medium Toe, Covered 
b to ; A“dg Heel, 24% to 7 


Cherry Patent Vamp and Quarter, LE A 
Paisley Strap and Cut Out. tad & Rose Blush Vamp and Quarter, 
ead ig Paisley Strap and Cut Out 


4599 8% to 11 . - 
5599 11% to é 4598 8 
5598 11% to 


6598 2% to 


Cherry Patent Vamp, Alligator No. 5581 
hissor Sie) and Gia Oat. . Black Patent Colt, Paisley Strap and 


4589 8% to 11 
5589 111% to : Cut Out. 
8589 (Covered Heel) 4597 8% to 11 

‘ 5697 11% to 


WEIMER WRIGHT & WATKIN CO. 


39 S. Second St. Philadelphia, Pa. 
FACTORY—ANNVILLE, PA. 


Sole Distributors for New York and Vicinity 
Merritt, Elliott & Co., 132 Duane St., New York. 
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Width 


as well as 
Announcement — Length 


AOUO*” determined With ‘‘The Foot 
Chart.” Gives correct 


size shoe required ac- 


AVON SHOE CO., INC. cording to width and 


length of foot. 


eAn 





Brookly: 

of ty Every Shoe Store fit- 

ting shoes needs a Foot 

announces to the trade that by Chart. No guessing— 
f Be sure of size on 


reason of a sweeping injunc- sight. Directions with 

tion, their labor troubles have ee. 

been solved, enabling them to oo ete allenic gat 
‘bike ‘ er cannot supply. 

take unlimited orders for high- 

grade ladies’ turn shoes. 


AVON SHOE CO., Inc. “The Foot Chart” 


281 Powell St. Brooklyn, N. Y. Quick—Easy and 
Correct 











CHESTER SOLEZ 
C |} 
— FRANK W. WHITCHER Co., MFRs., Boston, Mass. 
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Berberich’s to Open 
New Capital Store 


Old Washington Firm Will Close 


Two Present Stores Soon 


WASHINGTON, D. C.— Berberich’s, 
one of the oldest established shoe re- 
tailing concerns in this city, which 
began operations 60 years ago, is to 
close its two stores at 1116 Seventh 
Street,,N. W., and 813 Pennsylvania 
Avenue, N. W., and will open a new 
and large store at Thirteenth and F 
Streets within the next six weeks. 
The new store will be one of the largest 
and most attractive in the national 
capital. 

It will occupy two flocrs and the 
basement of the building just vacated 
by Brentano’s book shop. A large 
balcony will be constructed above the 
first floor. which will give additional 
selling space. Altogether, the new 
store will have about 12,000 feet of 
floor space. 

Extensive alterations will be made, 
including a concealed stock arrange- 
ment and the installation of a marble 
fountain in the center of the basement 
floor where women’s lower priced 
shoes, at $5, $6 and $6.85, will be sold. 
The second floor will be a de luxe par- 
lor where women’s shoes at $8.50 and 
up will be sold. Men’s shoes will be 
merchandised on the main floor and 
children’s shoes on the balcony. 

Light mahogany panels, alternat- 
ing with plate glass mirrors, will be 
used throughout the new store. 


Stores Consolidate 


Des MorinEs—Younker Brothers De- 
partment Store has taken over the 
Harris-Emery Department Store. J. S. 
Tyler, manager of the downstair shoe 
department of Harris-Emery, will be 
affliated with the Younker store in the 
same capacity. 





DEAD PEEING NE PE NEA GE Nee 
Lege cor~amamnaniimasnsinumnsinntrso=ans-icerusenersnnin= 


LAST WEEK 
of the 
SALE! 


F you are interested in saving 
from $3 to $5 on your new 


For example, 
in black or tan, is gne of 
several aryles now$7.85. 
It was $11—and avalue 
at the price! 


The Men's Shop 15 West Street 


‘THAYER 
McNEIL 


Selected from Boston 











Eight New Keith Stores 


BRocKTON—The Geo. E. Keith Stores 
Co., indirectly connected with the Geo. 
E. Keith Co., announces plans for the 
opening of eight new stores in vari- 
ous sections of the country during 
the next few months in an endeavor 
to increase the sale of Walk-Over shoes 
and to continue all the Walk-Over 
stores in operation. A store in Osh- 
kosh, Wis., will be opened Feb. 24. An 
additional store in the outlying district 
of Cleveland will begin business Feb. 
26. St. Paui store will be changed to 
a new location Mar. 10. Another new 
store will be on State Street, Chicago, 
and it will be ready about April 1. 
About the same time a new store will 
open in Montreal, Can. Another 
location in Buffalo will start May 1. 
Kansas City store will open in a larger 
and better location Mar. 1. The Walk- 
Over store in Canton, Ohio, has been 
purchased by the store’s company. 


Nearing on McCreery 
Board of Directors 


NEw York—Charles H. Nearing, 
former shoe buyer at James McCreery 
& Company, lately a divisional mer- 
chandise manager of the larger acces- 
sory departments in the store, has been 
elected to the board of directors of 
the company. 


Waggoner With Glove-Grip 


DENVER (UPTS)—The Glove Grip 
Boot Shop, 529 Sixteenth Street, has re- 
cently secured the services of H. W. 
Waggoner. Mr. Waggoner was lately 
with the Douglas branch in Denver and 
has been with various shops here for 
the past twenty years. 





Beautiful Shoes for Spring 


Are Being Shown at 
$7.50 ° $10 





Selected from New Orleans 





Uses Basket Ball Team 
to Advertise Men’s Shoes 


Ottumwa, Iowa, Feb. 8—The Ste- 
vens’ Shoe Store of this city is using 
a novel way in advertising a special 
line of men’s calfskin oxfords which 
are called the Stevens’ Steppers. The 
Industrial Basket Ball League, made up 
of teams from the different industries 
of Ottumwa has a team from this shoe 
store and the players call themselves 
The Stevens’ Steppers. 

The name and the method used to 
broadcast it caused comment. Young 
men became interested and asked to 
be shown this line of shoes which sell 
from 5 to 6 dollars. The members of 
the team have evidently been named 
correctly as, so far this season, they 
have stepped to the top and now lead 
the league. A great deal of interest 
is shown among the local basket ball 
fans in the league games and naturally 
the winning team gets the most atten- 
tion. In this way they have brought 
the name Stevens’ Steppers to the 
foreground and aroused a great inter- 
est in themselves and the shoes they 
advertise. The manager says an in- 
crease in the sales of the shoes has* 
been noted. 


Company Reorganizes 


Des MorInes—The Elwell Field Shoe 
Company has recently been reorgan- 
ized and will now be known as the 
Field Shoe Company. T. Frank Jaques 
has purchased the interest of R. W. 
Sturgeon. 





ALICE ame ny ey ee ee OTTO Ce GE FTOV Ee. 


Designed to Make the Foot Look Smaller 


OO ur Shop desLDuxe 


W e& Seventh Street 
near Flower was cre- 
ated especially to serve 
the clientele of this 
susive distri 





WATERLHY 
trimmed with - - - 
iridescent kid. 

PATENT 
trimmed with 
antique im- 


portation. 


one of the 
— original de 


aa” 


Featured at Cwo Shops 


Shop de Lume Broadway Shop 
726 West Seventh 746 South Broadway 


Selected from Los Angeles 











70 BOOT AND SHOE RECORDER February 26, 1997 


GOLO introduces delightfully new DEAUVILLE SANDALS 
with beautiful Vienna-made HANDBAGS to match. Offered in eight differen 
color combinations, in keeping with the present vogue. 


GOLO SLIPPER COMPANY 


Main Office 
129 DUANE STREET 
NEW YORK 


and only 


Deauville 


Sandals 


These are the original 


Branch Sales Office 
1634 REPUBLIC BLDG. 
CHICAGO, ILL. 











MORE PROFITS FOR YOU 
with 
CAPEZIO TOE and BALLETS 
Here’s Why 


Capezio is recognized as a hall-mark of quality 
and professional dancers ask for them by name. 


National advertising and direct mail create 
consumer demand for you. 


Our dealers are protected, as we assign one 
agency to a town. 


Satin, Whit: 
tin, it» 
Hard and Satin, Blac 
Soft Toe Kid, Black 
Slippers. Satin and 
White Kid. 


Professional 


Write us for our agency plan 


Established 1887 
209 West 48th Street New York City 

















RAPID TURNOVERS 
WITH BEST-EV ERS 


—because their beauty and 
quality sells them quickly; 
—In-Stock Service helps 
you keep them sized-up. 
Take advantage of the 
year-round market for 
Best-Evers. Keep 
them _ displayed, 
and sized-up. 
True Economy demands 


@ foundation of 
Quality 


BEST-EVER 
SLIPPERUC, IM 
75 FRONT ST, BROOKLYN N Y. 


New lork Olice hoom sto- Marbriclye Hey 
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Shoe Market News 


Sources of Supply That You Should 
Follow—Weekly Opinions of 
Leaders of Industry 


L nn Production shows more 
y blacks than expected for 
this month. Colors, including pas- 
tels, rose blushes and grays, continue 
plentiful. The run on colors and 
blacks will continue until March 15, 
or April 1. After Easter, another 
run on blacks, with color trims, is 
expected. This will continue to May 
1, or May 15, when summer colors 
will come. Opinions differ concern- 
ing whites. Steel patent leather, 
with gingham, percale and like 
trims, is picked as a popular number 
for after Easter. Fancy leathers, 
for trims, range from antique to 
modernistic and futuristic, and from 
sunrise to sunset, and include rain- 
bow, pot of gold, and a host of other 
effects. Every leather that is new 
and pretty is given a trial as a trim. 
Copper and cherry lustres are noted 
again. 

Ties, straps, colonials, step-ins 
and sandals are all going through the 
shops. A high-riding, one-eyelet tie, 
having an open shank, is expected to 
be popular after Easter. Straps on 
street and dress shoes are quite slim. 
Sport models show wider straps, and 
some of the straps. are trimmed. 
Tips on vamps and trims on quarters 
to match is another coming idea. 
Makers of welts are showing sport 
models, with low heels of. leather 
and shawl tongue fronts and fancy 
tips and trims. A line of country 
club shoes, noted in one factory, is 
of white kid with bright color trim. 
Sporty pump styles, conspicuously 
trimmed, are also on the list» High 
heels continue in demand. A run on 
low heels is expected later. 


There was a 
Brockton slight slacken- 
ing of production here during the 
week just closed, with business in 
“jobbing” factories very dull. The 
only brisk business during the period 
has been in in-stock shoes, move- 
ments of blacks in which have been 
quite brisk. Even in the factories 
making the better grades of shoes, 
production has fallen off, and some 
of the plants are operating only four 
days a week. In-stock shops are 
busiest. 


Reports from salesmen were only 
fair during the week, with women’s 
calls still well in the lead, although 
business in men’s lines was a little 
better than a week ago. 

A couple of novel men’s special- 
ties were seen during the week in a 
visit to one of the factories, both 
numbers being sport specials. One 
was a cream white quarter with 
dark russet wing tip and counter, 
with brown-and-white cord lacings. 
The shoe, a low cut, has a wide 
swinging last, with squat heel. The 
other is a very light and dark tan 
combination of calf, the tip, facing 
and side scroll being of dark leather, 
with very dark cord lace. The snap- 
pier appeal is very noticeable in 
shoes for men for summer delivery. 

The larger pro- 


Haverhill duction units in 


the industry are becoming increas- 
ingly active, following several weeks 
of irregular operation and spasmodic 
buying. A few of the local plants 
are at capacity, but the general run 
of early season business has been 
disappointing. Buyers apparently 
are still puzzled as to styles, and a 
few are not yet agreed on colors. 
Late buying is always dangerous in 
the eyes of the manufacturer, and 
although improved methods of manu- 
facture enable the shoes being put 
through the factories in a much 
shorter period than a few years ago, 
the shoe men do not care to jeop- 
ardize deliveries by factory conges- 
tion and other production risks. 
The kid market continues to distress 
the manufacturers, with frequent 
complaints of poor quality. Re- 
turned shoes already are acknowl- 
edged by some manufacturers. 

Satisfac- 


Milw aukee tory business 


for the time of the year is noted by 
manufacturers of men’s shoes, who 
state that they have no fault to find 
with conditions at the present time. 
J. C. Johnson, sales manager of the 
Nunn Bush & Weldon Shoe Co., says 
that there is a very good demand for 
colored shoes and that the demand 
for black is falling off in accordance 


with the usual spring trend toward 
light colors. James H. Pratt, secre- 
tary of the Walter J. Booth Shoe Co., 
states that credit conditions are not 
as good as usual. Darker colors are 
moving best in the high priced 
lines and lighter colors are best in 
cheaper merchandise. He expects 
the trend to develop further in 
lighter colorings. Black is fairly 
good at present, but the chief ten- 
dency is toward tans. Mr. Pratt ex- 
pects that browns are going to sell 
in men’s shoes, though he is uncer- 
tain as to the extent of this demand. 

The~ local shoe fac- 
Boston tories are busy on 
goods for “at-once” and March 15 
deliveries. Many are advertising 
for extra help, such as packers and 
stitchers, and all are in hopeful 
mood for a good spring business. 
The shoe wholesale trade is a little 
quiet, with the majority of the shoe 
travelers on trips, hustling for more 
business, and with an attractive 
range of samples in the new color 
combinations in women’s and chil- 
dren’s shoes. Men’s shoes in this 
market continue mostly on conserva- 
tive types for dress and business, 
with many fancy sport models, and 
once in a while a very light colored 
street shoe in leather of almost a 
blond shade. 

In women’s shoes, the open shank 
sandal is being shown in sample 
rooms featuring ladies’ dress shoes. 
For evening, silver and black is a 
favorite combination, although Pais- 
ley Persian vamps and gold kid 
quarters are noted. One-straps ap- 
pear the most frequently in the 
showing, with ties a close second, 
and plain pumps in many novelty 
leathers or in the plain satiny fin- 
ishes of gunmetal, or opalescent, or 
pearl gray, or green, or blue, or 
orchid. A “different”? model was re- 
cently noted in “a bracelet” strap 
design, the bracelet sliding between 
two little loops coming up from 
either side of the quarter. The 
bracelet was in gold lizard calf, in 
dainty checked design; the vamp 
was in black patent leather and the 
quarter in rosebud patent. 
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ee - UPERIOR design- 
aie i ing and _ superior 
——— workmanship result in 
' the unusual beauty of 
1927 Snug-lers. 
Attractively colored and 
designed, they bring the 
feminine trade to your 
store. 
Get in touch with our 
nearest branch and order 
your Snug-lers now. Be 
ready for the Fall with a 
choice selection of Snug- 
lers. 


United States Rubber Company 








fs 1987 
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Six Million Boys 
and Girls Play 
Basketball and 

Need More Canvas 


Rubber Soled 


Shoes 


ow 


To Show ’Em Is 
to Sell ’Em! 


the United States are playing 

basketball this winter, and at 
the same time are wearing—and 
wearing out—an _ ever-increasing 
number of canvas rubber soled 
shoes. There is a splendid oppor- 
tunity for every retail shoe mer- 
chant in the country, large and 
small, to make more money through 
the sale of basketball shoes. All 
that he has to do is to “reach up 
and out” for this trade: through 
personal solicitation at the colleges 
and schools, through newspaper ad- 
vertising, through store literature, 
and through window displays and 
counter cards. 


S: MILLION boys and girls in 


NE of the most successful mer- 

chandisers of canvas rubber 
soled shoes attends every basketball 
game in his town; he announces 
these events by signs which the 
school furnishes him, these signs 
placed conspicuously in his win- 
dows; he gives the scores, and fea- 
tures the pictures of the winning 
team, at his store—and generally 
makes his canvas rubber soled shoes 
live numbers all through the cold 
weather season. This retail shoe 
merchant makes inquiries as to how 
the young folks like the basketball 
shoes they have bought from him; 
he offers prizes to the victorious 
home team. In a few words, he 
shows the people of his town that 
he is really interested in this newest 
and fastest growing of America’s 
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Here is a suggestion for a spring window of children’s canvas rubber- 


soled shoes for play-time and gymnasium wear. 
by Gimbel Bros., New York, and featured Keds. 


This trim was made 
Artificial flowers 


might be used to advantage against a long mirror in case a scenic back- 
ground is not available 


competitive games. And he sells 


more pairs! 


ET us see if it is logical to try 
to sell more canvas rubber soled 
shoes for basketball purposes, re- 
membering all the time that in the 
sport of basketball there is no other 
footwear but a canvas rubber soled 
shoe which wiil do “just as well.” 
Here are some recent figures as to 
the popularity of this popular game: 


INETY per cent of the 265,000 

schools in America have one or 
more teams—some a dozen or more. 
There are 30,000 Boy Scout basket- 
ball teams. Each one of the 1700 
Y. M. C. A.’s has at least five, and 
some as many as 20, basketball 
teams; the K. of C. has approxi- 
mately 1000 teams. There are more 
than 20,000 municipal teams, in ad- 
dition to those of the athletic clubs, 
the A. A. U., the semi-pros, and the 
professionals. The playground as- 
sociations have about 15,000 basket- 
ball teams. The Y. W. C. A. has 
taken kindly to the game, the Girl 
Scouts have adopted it, and in grade 
schools, in churches, settlement 
houses and girls’ colleges there are 
about one-fifth as many girls’ teams 
as there are boys’. For last year 
over $50,000,000 was expended on 
buildings constructed chiefly for 
basketball; over 1200 gyms were 
built last year, or are being built 
now, in which basketball will be the 
principal sport. More than 250,000 
basketballs were sold last season. 


Basketball is drawing a bigger na- 
tional gallery than even baseball, 
and would draw even larger audi- 
ences were there more gymnasiums 
and greater seating capacity. 


ETAIL shoe merchants in every 

city and town, large and small, 
have a good opportunity, through 
taking an interest in basketball or- 
ganizing and other basketball mat- 
ters, to sell more pairs, for the game 
is not confined by any means to the 
big cities. Over 65 per cent of the 
little school houses in the country 
districts have basketball goals on 
their grounds, and the small towns 
and cities either build gyms or use 
their public halls. More than 1200 
cities in the United States encour- 
age municipal sports, and in this list 
basketball is a favorite. Cleveland, 
Ohio, has more than 1200 registered 
basketball teams. Approximately 
72,000 churches have one or more 
teams. 


HERE are other _ statistics 

which could be given to show 
the rapid growth of this sport. but 
that there is a big potential market 
for basketball footwear to keep pace 
with all of this development is cer- 
tain. And those retail shoe mer- 
chants who are now taking advan- 
tage of this development have found 
that they are daily ringing in more 
and more sales of canvas rubber 
soled shoes for basketball players on 
their stores’ cash registers. 
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“ZENA” 
In all leathers, in medium and 
full toe lasts; 9/8 to 12/8 heels. 


Your Profits are assured in Burrows’ Shoes. 


Absolute fitting qualities through thoroughly demon- 
strated lasts and patterns. 


The latest Styles unequalled in Individuality. 


Burrows Shoe Co., Inc. 
ROCHESTER, N. Y. 








Imported English 
Aviator Boots 


In Stock 


Perfect fit and graceful 
lines are the characteristic 
features of these superior 
quality aviator boots. 


They have developed a 
large sale among service 
men who use them for in- 
formal wear, fatigue duty 
and polo. 


B2781— 17 inches high, 
finest quality, tan willow 


calf, full calf lined. 


$18.00 per pair. 


B2781 


COLT-CROMWELL CO., INC. 
596 BROADWAY NEW YORK CITY 











Women like these practical, 
everyday slippers for household 
wear. Greeley Boudoirs are made 
with leather or rubber heels. 
Black or colored kid in stock for 
prompt delivery. If your jobber 

cannot supply you, write 
us. 


A. W. GREELEY 


Manufacturer 
Haverhill Mass. / 


‘The Belvedere Hotel 


48th Street, West of Broadway, New York City 
Times Square’s Finest Hotel 


Within convenient walking distance to important 
business centers and theatres. Ideal transit facilities. 
450 Rooms—450 Baths 
Every Room an Outside Room—With Two Large Windows 
Large Single Rooms, size 11’ 6” x 20’ with bath, $4.00 per day 
For Two, $5.00 Twin Beds, $6.00 
Large Double Rooms, Twin Beds, Bath, $6.00 per day 
Special Weekly Rates 
Furnished or Unfurnished Suites with serving pantries, $95 to $150 
per Month 








Moderately Priced Restaurant Featuring a Peerless Cuisine 
Illustrated booklet free on request 
CURTIS A. HALE, Managing Director 
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how you can produce 
these ideas right in 
your store with a Roto- 
speed. Then we want 
you to test the machine 
and ideas for 10 days 
without expense. 


Ideas Worth 
Thousands of 


Dollars 


We will send you samples 
of an intensely interesting 
circular that was used by Mr. Peter- 
man of Franklin Grove, Illinois, which 
increased his business 47 per cent in 
exactly forty days. We will send you 
actual samples of a bulletin that in- 
creased the CASH SALES of Mc- 
Dougald, Outland & Co., of Clito, Ga., 
86 per cent in three weeks. We will 
send you samples of ideas that were 
used by Anderson Bros. of Joliet, 
Illinois, that doubled their business in 
four months. 


A Rotospeed Does 
It All 


Without the use of type or cuts, with- 
out an experienced operator, without 
fuss, muss, or delay—almost without 
expense—you can print a Store News, 
illustrated folders and circulars, bul- 
letins, ruled forms, and sales and col- 
lection letters with a Rotospeed. 

You can get out an attractive Store 
News that will earn its small cost 
hundreds of times over. You can get 
out folders, circulars, and bulletins 
that will sell your store to the people 
in your locality. 

You can get out whole-hearted sales 
letters and collection letters that will 































Wsico you accept a complete Rotospeed 


Stencil Duplicator— machine, stencil 
paper, stylus, ink, paste, and a supply 
of impression paper for a 10 days’ free trial ? 
With the outfit we will give you some clever 
and effective ideas that have been used by suc- 
cessful retailers everywhere. We will tell you 








keep your books free from bad accounts. ( 
can get out all of this printed matter at a fraction of 
what it is costing you now. 


10 Days’ FREE Trial 


Today we will send you a complete Rotospeed Stencil 
Duplicator Outfit and a portfolio which contains tested 
and proven ideas. You can use the machine and ideas 




















The new Rotospeed No-Wax Stencil 
is not affected by heat—needs no 
moistening—can be crumpled or 
folded without injury—requires less 
ink—is easy to cut—prints an almost 
unbelievable number of clean-cut 
copies—end can be filed away and 
used over and over again. 











Will You Accept a ROTOSPELD 


STENCIL DUPLICATOR 
For Ten Days’ Free Trial? 


Its Use May Increase Your Profits $1,000 the First Year 


And you 


for 10 days. You can 
print many pieces of litera- 
ture and circulate them in 
your neighborhood. You 
can check the returns care- 
fully—see how many ad- 
ditional dollars come—then 
you can decide whether 
you want to keep the ma- 
chine or not. If you do, 
the entire outfit, machine 
and ideas, will only cost 
$53.50. If you don’t, you 
can return the machine 
without feeling the slight- 
est obligation. 


Get the Details of 
This Liberal Offer 


Let us send you some samples of ideas 
that are proven business-builders and 
big money-makers for other retailers. 
Let us tell you how easily and cheaply 
you can produce these ideas in your 
store with a Rotospeed. Let us prove 
to you that you can increase your 
profits $1000 in a year. It costs you 
nothing to find out. Just mail the 
coupon. We will send you samples 
and details of our liberal offer at once. 


The Rotospeed Company 
587 Fifth St. Dayton, Ohio 


Get This Valuable Information NOW 


r 
' 
. THE ROTOSPEED CO. 

5 587 Fifth St., Dayton, Ohio 

' 

& Please send me samples of business-getting, 
@ money-saving ideas that have been used by re- 
& = tailers, with full details of your free trial offer. 
: is does not obligate me in any way. 

' 
oF 
' 
4 


a biknedes CAdu tbe vecesinebeconesitoees 


SUN ic dndints on tans tds bbs60sdsocdesseees 
(Print or write plainly) 
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Their Greater Flolding Power cng 
Prevents Loose Wood Heels — “serews. 


Every time your customer goes indoors, during the 
stormy winter season, she removes her rubbers or ga- 
loshes. As a rule they are removed the easiest way, 
namely, pried off with the opposite foot. Obviously, Rinteleidcadilins faresaltvein 
the wood heel must be attached securely to the shoe. regrets by insisting on the ase of 


The danger of loose heels from this cause is reduced to Atpxa Woop Hest Screws dy the 


Me ‘ manufaturer. An important little 
a minimum by the greater holding power of ALPHA geraif that will safeguard your 


Woop Heexz Screws. Specify them in all your shoes. customer and help create goodwill 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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GENUINE 
BiwelbD 


IS AN ORIGINAL 
AND PATENTED 
CAULK WELT 
OF 
HEAVY LEATHER 
CONSTRUCTION. 


It should not be confused 

with imitation welts which 

are used with intent to de- 
ceive. 


POPE AST RRR 


Biwelt is a nationally 
known caulk sole welt 


. "NO 
and playing an impor NO 58 
tant part in the manu- 
facture of all grades of 
shoes throughout the 


industry. 


Both manufacturers and 
retailers quickly recog- 
nize the sales value of 
shoes made with Biwelt. 


HAMILTON-WADE CO. 


Brockton, Mass. 





TEEPLE SKOE C 
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Use this COUPON 
for Catalogs 
and Literature 


The Western Service Depart- 
ment of the Boot and Shoe 
Recorder furnishes gratis to 
subscribers information and 
suggestions on matters of store 
equipment and specialty mer- 
chandise. 


To dealers checking the 
coupon at side catalogs and lit- 
erature will be sent by some of 
the leading manufacturers of 
the articles specified. 


To aid in finding just what you 
want, please inform us as fully 
as you can regarding your re- 
quirements. 


Address Shoe Store Service Dept. 
Boot and Shoe Recorder 
189 W. Madison St. 
Chicago, Ill. 


on 


Store Equipment 
and 


Specialty Merchandise 


(J Autographic Sales Regis- 
ters 
0 Foot Measuring Devices 


0 Literature on Leather 
(0 The Hosiery Survey 


CZ Advertising OC) Fer Men 
Novelties 


Oo Souvenir 


Merchandise 

(CO Hosiery (state kind) 

(0 Arch Supports, metal 
OArch Supports, nen metal 
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SETON LEATHER 
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WHERE TO BUY 
Men’s Shoes 





Carried Stock 
11 Seuth Street 
Besten 


PD hoe teres 


FOR MEN 








RADE ONLY” 


east EST GRADE U.S.A. 





HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
f 


o' 
SHOES and RUBBERS 
Every Wednesday and Friday 


eX» 

















@).. A. MM. A. PAGEARDCO., Mahess 





NETTLETON 
Shoes of Worth 
A. EB. NETTLETON CO. 


B. W. COOK, President 
N. Y¥., U. S&S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers ef 
MEN’S FINE 




















Learner (CO. 











Another Salon Type Store 


Among the newer stores of Dallas, 
Tex., is Whiddon’s Shoe Store, opened 
recently by Dred Whitton, who for the 
last ten years has been connected with 
the Leon Kahn Shoe Co. of the same 
city. The shoe stock is concealed be- 
hind the false wall and is reached 
through alcove entrances draped with 


portieres. The store is of the salon 
type with upholstered divans and arm 
chairs. Fixtures are finished in gray 
green with dull gold trim. Outside the 
store is a lobby entrance with center 
ease and exceptionally large windows 
on both sides. The color scheme of 
the windows closely follows the inside. 








G. S. Delaplane Is Dead 


CHEROKEE, IowA—Galen S. Dela- 
plane, sole owner of the Delaplane 
Shoe Company, died on Feb. 6, follow- 
ing an operation for hernia. On March 
7 next Mr. Delaplane would have 
rounded out 25 years in the retail shoe 
business here. The fine store building 
which he erected 15 years ago in this 
town stands as a monument to the 
memory of his splendid services to the 
community, and his sterling character. 
He was buried with Masonic rites from 
his late home, at Cherokee; Dr. R. 
Mitchell, pastor of the Presbyterian 
Church, conducting. 

And now the little “Understudy to 
the Boss,” Helen K. Delaplane, an- 
nounces with deep sorrow the death of 
her father, and furthermore states that 
she has become manager of the Dela- 
plane Shoe Company. Miss He'‘en will 
be assisted by her sister, and together 
they will conduct the business on the 
same high-grade policies of service as 
those so successfuly employed by the 
late Galen S. Delaplane. 


To Make Girls’ Shoes 


BrocKTON—Agreement has been prac- 
tically completed between two more 
Brockton concerns and the unions here 
for the manufacture of growing girls’ 
shoes, a specialty that has been boomed 
here for the last five months. Only 
the question of sizes which set the di- 
viding line between misses’ and young 
women’s shoes is delaying signing of 
the agreement. The names of the con- 
cerns are being withheld by the union 
pending signing of the contracts. 





Becker Joins Lampe 


St. Lours—Announcement is made 
by the W. H. Lampe Shoe Company of 
the election of Phil A. Becker as direc- 
tor and treasurer. 

Mr. Becker is well known to the shoe 
world through his connection, for near- 
ly a quarter of a century, as secretary- 
treasurer of the recently liquidated 
Dittmann Shoe Company. 

As president of the Western Asso- 
ciation of shoe wholesalers and vice- 
president of the National Association, 
Mr. Becker’s activities in the advance- 
ment of the interests of the trade were 
notable. 

It St. Louis civic affairs, Mr. Becker 
was president of the sales managers’ 
association for several terms and for 
fifteen years has been active as chair- 
man, or member, of the Good Will 
Tour Committee of the Chamber of 
Commerce, for whom he originated 
this method of acquainting sales mana- 
gers with local and-distant territories. 

Mr. Lampe states that the rapid 
growth of the W. H. Lampe Shoe Con- 
pany necessitated an increase in capi- 
talization, to provide for further ex- 
pansion, which Mr. Becker has success- 
fully accomplished. 


New Shoe Stores 


Outlet Store, 122 North Michigan 
Street, South Bend, Ind., shoe depart- 
ment. 

Brown’s Boot Shop, 644 Washington 
Street, Dorchester, Mass. 

Simon S. Rich, 169 Essex Street, 
Lawrence, Mass. 

Lackeye’s Slipper Shop, 606 Polk 
Street, Amarillo, Tex. 
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O’Brien, Vice-President 
Krippendorf-Dittman Co. 





L. J. Niehoff, Style Man, Associated 
With Him in New Connection 


CINCINNATI, 
OuHI0o—Frank X. 
O’Brien, vice-presi- 
dent of the United 
States Shoe Co. 
since its formation 
several years ago, 
has resigned to 
take a similar po- 
sition with the 
Krippendorf- 
Dittman Co., with 
plants here and in 
Xenia, Ohio. Asso- 
ciated with him in 
this new connec- 
tion will be Lawrence J. Niehoff, who 
has been actively engaged in the style 
end of the United States Shoe Co. for 
the last four years. 

Mr. O’Brien entered the shoe busi- 
ness 20 years ago 
as a retail sales- 
man in the John 
Wanamaker or- 
ganization of Phil- 
adelphia. Two 
years later he 
joined the ranks of 
the Julian & Ko- 
kenge organization 
as traveling sales- 
man, leaving them 
to go with the Hol- 
ters Company, of 
which he was vice- 
president at the 
time it became part of the United 
States Shoe Co. Mr. O’Brien is re- 
garded as one of best posted men in 
the country on shoe merchandising and 
has had, also, wide experience in ad- 
vertising. 

Mr. Niehoff has been with the Hol- 
ters Company and the United States 
Shoe Company for eleven years, hold- 
ing positions which have given him a 
thorough knowledge of lasts and pat- 
terns. During the war he served in the 
Marine Corps and of the eight years 
since then, four have been spent trav- 
eling in the Northwest and the last 
four in covering the important centers 
- Indiana and Ohio and in styling the 
ine. 





F. X. O’Brien 





L. J. Niehoff 





Another $4 Shoe 


BROCKTON — Middleboro- Leonard & 
Barrows, Inc., has begun work on the 
manufacture of a cheap shoe to sell 
for $4. Agreements have been signed 
with union officials after the question 
of prices, in disagreement between the 
two parties, was submitted to the 
State Board of Conciliation and Arbi- 
tration for adjudication. 


Heel Company Moves 


HAVERHILL—The Advance Wood 
Heel Co., one of the growing member 
firms of the local wood heel industry, 
has taken new and larger quarters in 
the Witherell & Dobbins “Sunlight” 
factory on Washington Street. This 
firm has advanced steadily since its 
organization several seasons ago. 














“*Mean Dogs”’ 


PiTTsBuRGH, (UTPS)—R. S. Ma- 
ther, manager of the Walk-Over Shoe 
store has a very novel and noticeable 
window display in their men’s window. 
It consists of a full sized dog house, 
green with a red roof, artificial grass 
without and straw within. A snappy 
black pair of men’s shoes reposes on 
the straw with a very large chain at- 
tached to them. Other “doggy” shoes 
are displayed about the grass. On the 
front of the dog-house is the inscrip- 
tion in white letters, “Look out for the 
dog. Walk-Over’s are mean dogs.” 

The window catches the eye from 
half-a-block away on the farther side 
of the street and has received con- 
siderable attention, while Mr. Mather 
testifies to the increased business due 
to the novel attraction. 


American Shoe Mfg. Co. 
to Have Branch Factory 


MERRILL, W1S.—Preparations for the 
local branch factory of the American 
Shoe Manufacturing Company are 
nearing completion and the plant is 
expected to be in operation within two 
or three weeks. 

The new factory is located in the 
three-story building formerly occupied 
by the Tomahawk Shoe Company, and 
the building has been reinforced and 
improved to a large extent for the ac- 
commodation of the machines which 
are now being installed. From 350 to 
450 pairs of shoes will comprise the 
daily output of the factory at the be- 
ginning, but it is hoped to increase this 
to 750 to 850 pairs within five or six 
months. 


New Golden Rule Shop 


HAVERHILL—The local shoe industry 
is to have a “Golden-Rule” shoe plant, 
patterned 7 the James M. Daly 
factory in Lynn. The employees of 
the B. E. Cole Company this city, who 
were thrown out of employment re- 
cently, when the business was sold, 
are behind the local movement. Ap- 
proximately 100 of the former Cole 
employees have subscribed to the plan; 
several thousands of dollars has been 
invested; and factory space has been 
provided. An effort is now being made 
to secure the services of Mr. Daly, 
founder of the Lynn plant either as 
general executive of the Haverhill 
plant, or at least in the capacity of 
adviser. Women’s welts will be made. 


Open Shank “Hits” Hub 


Boston—On the second floor “shoe 
salon” of Thayer McNeil Co., Temple 
Place, Irving Wheeler, floor man, 
proudly exhibited to feminine admirers 
a black satin sandal, with vamp richly 
decorated in a silver and gold kid 
motif, a dainty piping on strap, and 
around edge of shoe, of gold kid, and 
an 18/8 silver kid heel. These shoes, 
Mr. Wheeler said, were being sold at 
$30 the pair. 
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WHERE TO BUY 
Men’s Shoes 


i i ite ae 

















Bion F-ReyYNo Lops Cou. 
BROCKTON MASS. 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Inc. 








South Weymouth, Mass. 





WHERE TO BUY 
Children’s Shoes 


ellie iin 
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“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 
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WHERE TO BUY 
Standard Shoe Materials 














CREBSE & COOK CO. 























est Virginia 


Used for many years by some of 
the largest shoe manufacturers. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 
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WHERE TO BUY 


Men’s &@ Women’s 
Slippers 





Turns Black Kid 


Best value on the market. 
The Raymond Footwear Co. 








Haverhill, Mass. 








Novelty Slipper Co. 
Makers of 
Beudoir Slippers eof the 
Better Kind 
121-181 West 19th Street 
New York City 








piitinen Store , aD 





The Quality 
Swan Shoe Co., Baltimore, Md. 











PARISTYLE FOOTWEAR MFG. CO., INC 


41-45 Washington Ave., Brectien, N. Y. 
New York Office, Room 1116, 1328 B'way 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


Men’s All Leather House Slippers 4 








Bend for Bampies = 
ROTH & ROSENBERG SHOE CO. 








124 N. 3rd St., Philadelphia 








WHERE TO BUY 


Miscellaneous 





ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 














Display Windows Enlarged 


CLEVELAND (UPTS)—The front of 
the Joe Haren Shoe Company store in 
the Old Arcade has been completely 
remodeled. An extension of display 
space has made larger exhibits pos- 
sible. The store is more outstanding 
in appearance and in more direct view 
of the passing throngs. The larger 
show windows have their effect in in- 
creasing sales. 


Haverhill Manufacturers 


Association Expanding 


HAVERHILL—The Haverhill Shoe 
Manufacturers’ association with a 
membership of 51 shoe manufacturing 
firms and with new acquisitions being 
made almost daily, is increasing its 
operating personnel. The associa- 
tion’s affairs are under the capable 
management of Fred L. Cooper, well 
known shoe man of wide experience. 
Mr. Cooper has associated with him 
several shoe factory and price experts 
who represent the shoe men in their 
labor relations, largely the making of 
prices. The cutting department is in 
charge of William Starkie, formerly of 
the Liberty & Durgin Co.; the stitching 
department is in charge of Mrs. Gladys 
Mahan, an experienced stitching room 
executive. An important addition to 
this department is announced this 
week in the appointment of Mrs. Nora 
Bresnahan as assistant. Mrs. Bres- 
nahan for five years has been business 
representative for Stitchers’ Local 
Union No. 10-A, and is a fitting room 
expert. 


Add Shoe Department 


Houston, Tex. (UTPS) — Peyton 
Company, 618 Main Street, ladies’ 
ready-to-wear store, has just added a 
ladies’ shoe department. With the 
added line the store has been reor- 
ganized and placed under different de- 
partment managers. The shoe depart- 
ment is in charge of a corps of expert 
fitters. Peyton’s is carrying a complete 
line of ladies footwear in all the new- 
est styles and colors. The prices at the 
new store range from $6.00 to $18.00. 


White Shoe Store Is 
Completely Remodeled 


AustTIn, Tex. (UTPS)—The White 
Shoe company of this city has rear- 
ranged and completely redecorated its 
establishment. The general plan of the 
display windows is French design. 
Caenstone blocks form the walls and 
floors. They are tinted in French green 
with a touch of gold. The interior 
decoration is blue with gold. The new 
display cases and fixtures are in har- 
mony with the other parts of the store. 
E. W. Hamphill is manager of the big 
store. The company celebrated the 
opening of its remodeled and redeco- 
rated home with a big sale, not cut 
prices, but seasonal goods at seasonal 
prices. There were music and refresh- 
ments and souvenirs for the ladies. 








Coming Conventions 


Southeastern Shoe Retailers 
Association at Macon, March 
7, 8, and 9. A colorful talk by 
Hilda Rau and a Georgia 
peach style show. T. K. Kelly 
will talk on “The Profitable 
Marketing of Men’s Shoes.” It 
is the big event of the month 
and everybody is invited. 


Iowa State Shoe Retailers 
Convention, at Des Moines, 
March 15, 16, and 17. A big 
get together of the corn-beli 
merchants, with real merchan- 
dising talks and a peppy style 
show to boot. 

Illinois Shoe Retailers Asso- 
ciation at Danville, June 2) 
and 22. Frank P. Meyer, na- 
tionally known as the “Dan- 
ville Stylist,” performing on 
his own home grounds, will 
have a lot to do with the big 


event, 














Twin Cities Advertising 
Spring Shoe Modes 


MINNEAPOLIS (UTPS)—Advertising 
of spring goods is rife in the Twin 
Cities following an extended January 
sale to reduce stocks and close out lines. 

Walk-Over is having a removal sale 
at 380 Robert Street, St. Paul, prepara- 
tory to opening a new shop at 411 Rob- 
ert Street, opposite the Ryan Hotel and 
in the former Mannheimer building. 
Supervisor Milton Finger of the Twin 
City stores expects to open the finest 
exclusive shoe store in that city by 
March 15. 

The entire stock of women’s footwear 
is offered at from 25 to 50 per cent re- 
ductions, in four major price groups, 
$4.85, $5.85, $6.85 and $7.85, with more 
than 80 styles for selection. In the 
men’s line more than 40 styles in high 
and low shoes are offered at $4.85, 
$5.85, $6.85 and $7.85. Seasonable 
styles in patent leather, kidskin, calf- 
skin, satins and colored kidskins are 
offered the women which formerly sold 
to $12.50, at from $4.85 to $8.55. In- 
cluded also are suedes, Princess Pat and 
orthopedic. 

« Mr. Finger says one neglected line is 
men’s tan shoes. He believes more at- 
tention should be paid to this feature, 
and that only failure to push the tan 
lines has caused the decline in the pur- 
chase by men of two or more pairs. 


Tannenbaum Recovering 


New YorkK—Irving Tannenbaum, of 
Stern & Tannenbaum, operating four 
retail shoe stores here recently under- 
went an operation for appendicitis but 
is now recovering. As soon as per- 
mitted by his physician, he will go to 
Atlantic City to recuperate. 








February 26, 1927 


BOOT AND SHOE RECORDER 





He Sells 400 Pairs 
at Cost of Only 30 Cents 


ROSLINDALE, Mass. 
—Siorer’s family 
shoe store of this 
town, located only 
a few miles from 
Boston, recently put 
on a ten-day sale, 
which resulted in 
400 pairs of men’s 
and women’s shoes 
being sold at a pub- 
licity cost of only 
30 cents. This is the 
way H. H. Storer, 
proprietor, and T. J. 
Connors, “thought it 
out”: Having spent in former years 
from $50 to $100 in newspaper ad- 
vertising and through other mediums 
in advertising our annual sale, we, this 
year, made our show windows work. 
And so we took out our stock of odds 
and ends and pyramided them in each 
of the windows with a large price card 
at the top reading—“Women’s shoes, 
$1.95; Men’s Shoes, $3.95.” We pasted 
pennants and circular pieces of paper 
on the window glass. And then the 
crowd came, and the cash jingled so 
fast to the tune of more sales that 
February, which is usually a dull 
month, became an exceedingly good 
month. It is the policy of Storer’s 
to hold these clearance sales only once 
a year, and, as a result, when they are 
“on,” the folks in the community know 
that they are genuine. Not only did 
the customers purchase $1.95 and $3.95 
footwear, but they bought the better 
stock at $5 to $10 the pair, also many 
pairs of hosiery and shoe findings. 

Storer’s stock is now as clean and 
as attractive as all new numbers can 
make it. The store is specializing 
again on mg oe merchandise, and 
the children’s fitting room, where the 
feet of the young people are given 
special attention under the direction 
of T. J. Connors, practipedist, continues 
to bear evidence that it is one of 
Storer’s greatest assets in selling chil- 
dren’s footwear. 


A. H. Storer 


Now Stephens-Emery Co. 


ALLENTOWN, PA.—The name of the 
Greenberg Miller Company, children’s 
shoe manufacturers of this city, has 
been changed to the Stephens-Emery 
Company. This change is in the cor- 
porate name only, there having been 
no change in the company’s personnel, 
plant, policy or product. E. L. 
Stephens, Jr., is president of the com- 
pany and T. H. Emery is treasurer. 


Factory for Raymond, N. H. 


HAVERHILL—The Greenstein Shoe 
Co., this city, because of the rapid 
growth of its in-stock business has 
concluded negotiations for establishing 
a branch factory in Raymond, N. H. 
in the early summer. The company 
makes women’s cheap McKay novel- 
ties. The Chase-Chamberlain factory 
at Raymond has been procured by the 
Greenstein Company for its in-stock 
a It will employ approximately 





Hess Off to Europe 


BALTIMORE (UTPS)—Isaac S. Hess, 
president of N. Hess’ Sons, 8 East Bal- 
timore Street, one of Baltimore’s larg- 
est and leading exclusive shoe establish- 
ments, will leave shortly for Europe for 
the purpose, primarily, of obtaining 
new styles in accessories for shoes. The 
accessory business of the store forms 
an important part of the entire business 
of the establishment. 

Mr. Hess visits Europe practically 
every year for both pleasure and busi- 
ness. His son, Ned Hess, also visits 
Europe every year for the same rea- 
sons. The store maintains two foreign 
offices, one at Paris, the other at Lon- 
don—centers of fashion—which serve 
as a source of new ideas and creations. 


Many Changes at Hahn’s 
Baltimore Shoe Store 


BALTIMORE (UTPS)—Important 
changes in its policy of conducting its 
business will be inaugurated by the 
William Hahn & Company, 37 West 
Lexington Street, one of Baltimore’s 
exclusive shoe shops. These changes 
are being made possible by the exten- 
sive improvements and remodeling, now 
under way and which are expected to be 
completed in the near future. When 
the improvements are completed, the 
firm hopes to present in Baltimore one 
of the most attractive shoe shops in 
which the last word in modern shoe 
store equipment, efficiency and comfort 
will be features. 

It is planned to make the main floor 
of the establishment the shop of the 
most .exclusive models, where the new- 
est modes will be featured at all times 
at prices ranging from $8.50 to $15. 
The “Hahn Special” shoes for women, 
which, up to the present time, have been 
sold on the main floor, will be moved to 
a new section on the second floor, to be 
known as the “Hahn Special Shoe Sec- 
tion.” A feature of the department will 
be the featuring of the shoes at the one 
price of $6.50. In addition to this the 
store will feature a new lower-priced 
shoe. This will be known as the Hahn 
“Belles” and will retail for $4.50. 

The new Hahn “Belles” now being 
introduced include in the group, two- 
tone gray kid effects, rose blush kid, 
with parchment trimming, and featur- 
ing spike heels; sports oxford of patent 
leather, rose blush kid and and gray 
lizard; opera pumps of parchment kid, 
with rose blush decoration, and featur- 
ing the new square toe; Theo ties of 
parchment kid, with lizard calf trim; 
patent leather Theo ties, with parch- 
ment kid cut-out lattice work, and rose 
blush kid pumps, with cherry patent 
leather decoration and featuring high 
heels. 

In their children’s department which 
is also being included in the improve- 
ment and remodeling program, the 
store is featuring a new “Bally-Swiss” 
shoe in addition to the regular lines of 
Hahn Juvenile Shoes. These are in 
bright colors, destined to be popular for 
the spring season, and in many novelty 
effects. 





WHERE TO BUY 


Shoe Ornaments 





ZER BROT. 
Newest Importations 


SHOE ORNAMENT/“ 


Studded Heels 
6°8W32ndSt.New 


WHERE TO BUY 
Ballet Slippers 





HAND TURNED, BLACK KID 


Samples. ly attended to. 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 








In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 


BLOG SHOE CoO., INO. 
147 Duane S&t., 


New York, N. Y. 








LYONS AND COMPANY 
Hand Turn BALLETS 








Metropolitan Sitpper Oe. 
git. } A, 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Glazed Kid, Soft Tee 


Child’s 6 te ti—€i.35 
Misses’ 11% te 2— 1.40 


SCHWARTZ & 
——. in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 


ut 
sc 








ise sas $1.46 
ids 130 1.18 
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WHERE TO BUY 


Women’s Novelties 


KRMMWWMNMNMM NN 


Spring Styles in 
Stock to sell for $3, 
$4 and $5. Samples 


sent at our expense. 
Write now. 


Samuel Cohen Shee 
72-62 Lineoin St. 
Geston, M 





FSX: § 
Hl Latest Styles at 
‘ 4 Popular Prices 
Always in Stock. ~ 
143 ST.~NEW YORK CITY 











To Make Work Shoes 


GEORGETOWN, Mass.—C. S. Marston, 
Jr., this town, is completing a very 
successful run on men’s and _ boys’ 
skate shoes. The Marston factory has 
been identified with men’s and boys’ 
shoe production for a number of years 
and the line is widely known. The 
factory during recent seasons has made 
a feature of its skate shoe production. 
At the conclusion of the run the fac- 
tory will take up the making of a line 
of men’s and boys’ stout working shoes. 


Avon Shoe Incorporated 


New York—Following labor difficul- 
ties which caused a temporary sus- 
cag the Eagle Shoe Co., Inc., has 

n bought out by the Avon Shoe Co., 
Inc., of 281 Powell Street, Brooklyn. 
The company has resumed operations 
and is now in position to accept busi- 
ness. Chester Solez of 45 John Street, 
this city, is counsel for the Avon Shoe 
Co., and was responsible for the or- 
— and incorporation of this 

rm. 


Shoe Store “On the Air”’ 


Kansas City—The Walk-Over Shoe 
Store of this city will take a half hour 
on the air each Wednesday, from 10.30 

.m. to 11 p.m., Eastern Standard time, 

ginning March 2 to April 27. The 
broadcast will be from WDAF, the 
Kansas City Star station, on a wave 
length of 365.6 meters, 1000 watts. The 
Walk-Over Cavaliers will feature the 
program. President Harold C. Keith 
has announced a $5 prize to the Walk- 
Over associate who will give the best 
outline of an one program. 


Mail Order Merger 


New YorK—The National Cloak & 
Suit Co. and Bellas, Hess & Co., two 
of the largest mail order houses deal- 
ing in apparel and shoes, have merged. 





| fitters and foot specialists 








Dr. Husk with Hurley 


BROcKTON—The Hurley Shoe of Rock- 
land has engaged Fred A. Husk, D. S. 
C., of Minneapolis as a member of its 
Gripsem Arch service staff, in charge 
of its education department. Dr. 
Husk is prominent throughout the 
country through having lectured before 
in every 
section. 


Kane Bros., Baltimore, 
Retire from Business 


BALTIMORE (UTPS) — Kane Bros., 
one of Baltimore’s exclusive men’s 
shoe stores located at 224 West Balti- 
more Street, has gone out of business. 
The firm had been formerly located at 
122 West Baltimore Street, where it 
conducted its business for a number of 
years. But due to differences with 
their landlord the brothers gave up that 
location several months ago, and 
opened a modern exclusive men’s shoe 
store and shoe repairing establishment 
at 224 West Baltimore Street. Com- 
plete stocks of men’s shoes were fea- 
tured by the firm at both locations. In- 
cluded were some nationally advertised 
lines. Men’s hose were also carried. 

Kane Bros. was founded by two 
brothers, James J. Kane and Jerome T. 
Kane. When they gave up their for- 
mer location at 122 West Baltimore 
Street, the firm reorganized and two 
others became associated with the 
brothers. These were George Pumpian 
and Samuel T. Bull. The name of the 
firm was not changed, and the business 
was continued under the old name of 
Kane Bros. 


National Fabric Co. Moves 


BosTON—Expansion of their busi- 
ness has forced the National Fabric & 
Finishing Company to take new and 
larger quarters in the shoe and leather 
district. On February 21, the com- 
pany removed from its old location at 
58 Lincoln Street to the Pilgrim Build- 
ing at 210 South Street, corner of 
Kneeland. The entire ninth floor of 
the building has been leased. 











Shoe Co 
727 South Broadway 
early editions of the 
spring, 1927, shoe mode—popularly priced 


416-418 West Seventh Street 


thonts. 
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Another Shoe Shop 
in “Petticoat Lane” 


Kansas City (UTPS)—Another at. 
tractive shoe store in the Petticoat 
Lane shopping district was given to 
Kansas City women Saturday, Feb. 19, 
with the official opening of Chandler’ 
Boot Shop, at 1032 Main Street in the 
John Taylor building. 

The store is the ninth of a string of 
stores operated by Edison Brothers, 
southern shoe manufacturers, with 
stores in Atlanta, New Orleans, Bir. 
mingham, Nashville, Memphis and 
Louisville. The store has a one price 
policy of $6 for all shoes. 

Harry Edison, president of the com. 
pany, who atended the opening, had a 
word of praise for the women shoppers 
of Kansas City. 

“Perhaps Kansas City women are un- 
aware of it,” he said, “but other cities 
hold in high esteem the smart dressers 
here. Kansas City women know style 
and show it. 

“In the afternoon Petticoat Lane is 
a veritable fashion parade and we ex. 
pect our store, combining value, fashion 
and courteous service, to thrive in Kan- 
sas City.” 

The inside of the store is done in 
walnut with an old English design. The 
chairs and other furnishings are in a 
soft blue. Protruding illuminated show 
cases make the exhibits easily visible. 

The store also carries a complete line 
of hosiery in shades to match the shoe 
offerings, 

The store room, 27 x 127 ft., has been 
leased for ten years at an annual rental 
of $16,000. 


Moss-Seamans Co. Moves 


NEWBURYPORT—The Moss-Seamans 
Co., makers of women’s fine turn shoes, 
are now under full operation in the 
W. H. Dodge factory, this city. The 
firm recently removed here from Hav- 
erhill and with the factory now under 
full headway a successful spring run 
of business is predicted. 








| Plenty of Shoes 


| fSrom Which to Choose! | 
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Sale Prices: 
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In Our 
Warehouse 
Removal Sale 


THE beauty about this Sale is that the mate 
which fashion the shoes are the materia 











Hothetmer’'s “Tru-Shape Shoes {or 
Children at Proportionate Reductions j 


Wefreumet’ 
208 Granby Street 
127 Charch 


444 Mm 
(128 bhgh SO Portamoath 











Selected from Los Angeles 





Selected from Norfolk, Va. 
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FRIED’S of New 
York usher in the 


HOT STYLES fon LIVE MERCHAN TS 


in the 
ing of spring season with 
others, 

hese six hand 
, Bir these six handsome 

and e ° 
aie creations in all the 
com bright col d 
4. seman right colors an 
»ppers c | h - 

No. 1760—Opal Patent vamp and smart new eat ers. No. 25657—Patent with Board- 

re un- a — Paisley lace quarter and —_ a 

sas underla e =p : 

cities No. 1768--Black Patent quarter Rt cerpan ce Teainnewes 
essers -_ bn opal patent quarter set 25667—Parchment Kid with 
> ty an t 

style No. 1769—Parchment Kid vamp He. “25677 Grey Kid with Board- 

and heel with opalescent quarter walk quarter 

ane ig and underlay AA-O Widths. 
Ve eX. Also the same with Cuban Heels, A-C 
ashion widths. 
| Kan- 
me in 
n. The - 
> 
ina The livest shoes be- 
sible. - ff d 
e line ing ofrrere any- 
2 shoe 


s been 
rental 





where this season. 


yes 
umans in 
shoes “St. Honoré 
n the ie. 25717—All Patent Leather. 04.09 
No. 1767—Patent Leather with No. 2727—All Satin .00 
The Paisley lace underlay and heel. ag SetTT an et Kid. ri +33 
¥u™= rey 


Hav- 
under 
y run 


No. 1775—Parchment Kid vamp 
and heel with opalescent underlay 


and quarter 
AA-C Widths. 


“Elite” 


No. 25117—All Patent Leather. $3.85 

No. s 3.85 

No. 25167—All Parchment Kid. 

No. 25177—All Grey Kid 4.00 
AA-C Widths. 


Assure yourself of a 
profitable spring 
business by ordering 
these styles quickly. 











IN STOCK 











AA-C Widths. 


No. 25217—Patent Leather 
No. 25227—Satin with checker 


are 

©. 25247—Stroller Tan Kid. 

No. 25267—Parchment Kid w ith 

opalescent oe. 84 
A 


AC Wi 
Also same with Cuban Heels, A-C widths. 


Lazarus Fried & Sons, Inc. 


Established 1879 


New York, N. Y. 





118-120 Duane St. 
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POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 








Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 






































SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 


























“Every Pair Absolutely 


Guaranteed” 

It doesn’t take a “High Pressure”’ 
Salesman to produce volume when 
te offer a merchant this line of 

ilwaukee Work and Dress shoes 
that is “Absolutely Guaranteed,” 
and then help him sell them with 
a strong Advertising campaign. 

We have several choice terri- 
tories open. 

Good proposition for salesman 

«who will work. Write giving full 
record, 


Steven Strong Shoe Company 
Milwaukee, Wis. ' 


Well-Known Salesman 
Open for Line 


A. well-known salesman with many 
years’ successful experience, is open for 
line of women’s popular-priced shoes 
He has a wide 
acquaintance among buyers in depart- 


for the coming season. 


ment stores, chain stores, mail order 
cae. and 


pi River. He is industri- 


character, and can furnish 


ous, of references. For further par- 
ticulars address: 


C-658, care Boot and Shoe Re- 
ecorder Publishing Co., 207 South 


St., Boston, Mass. 


the wholesale trade 
the: Masia the entire country east of 












WANTED 


Salesmen (commission basis) for 
States: Va., part of No. Car., Ky., 
Ark. and Middle West. Men’s 
and Women’s popular priced nov- 
elties—our own factories, In-Stock 
Dept., three trays. Give full ref- 
erences and experience with first 
correspondence. 


J. K. ORR SHOE CO. 
Atlanta, Georgia 




















TEN MEN’S SHOE SALESMEN 


One of the largest men’s shoe 
manufacturers of undisputed lead- 
ership in staple men’s shoes has 
added a line of Young Men’s Qual- 
ity novelty oxfords. Ten dollar 
shoes to retail at Seven Fifty. 
We will consider only road sales- 
y es of men’s 
shoes approximating $100,000. We 
want the best character shoe 
salesmen in ae United States, and 
= 3 to propesty, compensate 
men. make e flat 
~~ SE, that our sales campaign 
will the sensation ef 1927. 
Address C-611, care Boot & Shoe 
=o 207 South Street, Boston, 
ass. 


SIDE LINE 


Wonderful line of Men’s Patented Cushion 
Insole and corrective Arch Support Shoes. 
Eighteen samples; nationally known; ex- 
cellent proposition for the right man. 
Give references when applying. Seven 
per cent commission. New England 
States. Address 166 Walnut St., 
Milwaukee, Wis. 





















Salesmen 


line b pepaier-peteed IN 
= by Direct to 
© obje 
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Ohio Indiana 

Michigan Illinois 

Wisconsin Virg 

Minnesota N. and S. Carolina 


We have the above territories open for men 
with an established trade, who have repre- 
sented factories that make ladies’ novelty 
shoes. You must be competent to change pat- 
terns by way of suggestions to assist the 
buyer. None others need reply. Applications 
held strictly confidential. Factory output 
2000 pairs daily—all ~St. Louis made. 


Address C©-671, care Boot & Shee Recorder 
Publishing Co., 1627 Locust St., St. Louis, Mo, 








Sales Representative 
Wanted 


with established trade for the fol- 
lowing territories: Michigan, Ohio 
Nationally known line of Juvenile 
Footwear. Welts, Turns, Stitch- 
downs and McKays. Ustablished 
trade. Give reference, age, sales 
record, commission, salary. All 
communications confidential. 


Address C-679, care Boot and Shoe 
Recorder, 207 South Street, Boston, 
Mass. 

















peel v , B. & S. 
Comp: 538-546 Seventh St., 
Milwaukee, Wis. 





SIDE LINE SALESMEN 

Side Line Salesmen by old established 
House maki a high class line of 
Women’s Comfort and Semi-Dress Shoes 
in Turns and Welts, in States not 
covered by A oa salesmen. Can be 
sized from s 


2? § on ane een EH 1) Ae o Oe 8 abet 68.2088 O.@aese 8.8 eee mes OM so 














SALESMEN WANTED 
leather first 


2/ 
ar ae 


to sell side line an 
shoes 1/5 and stitchdowns 
11; all ia ; novelty, 


; 7% commission. fkize SHoe 
Rochester, 















FLA., bat tly * perOm. ILL., BANS. 


ah oy ° 
Ayo.” COLO., N. M. 

eerenae ~~ repeating side line > 
fants’ flexible turns. 28 numbers—all 

stock—no unpacking—instant display a 

case. Straight 7% commission. 

References first letter. 
SCHUYLKILL SHOE CO. 
Orwigsburg, Pa. 


Me nea WANTED—Real live-wire shoe 


a line of snappy McKay 


and Turn Novstis, Turn gee and 
fort Shoes, all 


medium priced. The follow- 








he Winsawis: are = Vinita ne _ 


North and pos ‘Carolina 
Mississi 


Dakota, ebraska, M. 1 
rado, New Mexico, Idaho, Utah, 

vada, Oregon, — 

care Boot t and S 
Boston, Mass. 








Arkansas, 
Colo- 
bad Ne- 

ress b 
nn 207 South St., 





Salesman for Western Pennsy!- 
vania and New York territory. 
Commission basis. Line of Children’s and 
Misses’ up-to-date line of Turns. (Give 
references with reply. Address C-672, 
eare Boot and Shoe Recorder 
Publishing Co., 207 South St., 
Boston, Mass. 











ALESMAN for Illinois. 
Stitchdowns, McKays, Welts, Leggings. 
State ae terrier it are covering. HAGERS- 


Travel by auto. 


SHOE & LEGGING CO., Hagerstown, 
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~~ SALESMEN WANTED 


BUYER AND MANAGER 


FOR SALE 





—_ 


WANTED—As experienced shoe salesman, one 
who has established trade in the southern 
territory—Texas, Louisiana, Mississippi, Geor- 
ia, Kentucky, Tennessee—to carry as a side 
ine our men’s welt shoes retailing at $6, $7 
and $8. FIEBRICH-FOX-HILKER SHOE 
CO., Racine, Wis. 





SALESMAN for Iowa. Travel by auto. 
Stitchdowns, McKays, Welts, Leggings. 
State territo you are covering. HAGERS. 


TOWN SHOE & LEGGING CO., Hagerstown, 
Md. 





SALESMEN WANTED for Pennsylvania. 
Ohio, Indiana, Illinois, southern Texas and 
the Pacific Coast. Line children’s and Misses’ 
turns; 7 Bat cent commission; references re- 
quired. HE REHR SHOE CO., Orwigs- 
burg, 





ALESMAN wanted to sell a popular priced 

line of high-grade up-to-date men’s shoes in 
Pennsylvania, est irginia and Virginia. 
This line is well represented in these states at 
present, havng an established trade. Only 
experienced men wanted. Men living on terri- 
tory preferred. State past references. Address 
C-674, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago. 





HERE'S YOUR CHANOCE—If you are ener- 
getic and have confidence in your own abil- 
ity; for such men, we have a proven proposi- 
tion: novelty McKay shoes to retail $6-7-8. Up- 
to-the-minute style changes. Territory, New 
York and New p dn ive full particulars in 
first letter. All communications confidential. 
Address C-667, care Boot and Shoe Recorder 
Publishing Co., 207 South Street, Boston, Mass. 





SALESMAN wanted to sell a popular priced 
line of high-grade up-to-date men’s shoes in 
Missouri, Kansas, Oklahoma, Colorado, Wyom- 
ing, and Montana. Only experienced men 
wanted. Men living on territory preferred. 
State past references. Address C-675, care 
ae and Shoe Recorder, 189 W. Madison St., 
hicago. 





RARE OPPORTUNITY—We are changing 
representatives in the following states in 
which we have established trade: Missouri, 
Louisiana, Mississippi, and Alabama. Want men 
to carry our line of In-Stock leather house 
slippers in side line. Must live on territory 
and cover same close by auto. Give full par- 
ticulars in first letter. No drawing account. 
Weekly settlement against orders received. 
Twenty men now successfully selling line. Easi- 
est selling commodity in shoe game today. 
MAID RITE CORP. (Manufacturers), 35 
York St., Brooklyn, N. Y. 





| NDIAN LIZARD AND SNAKE SKINS— 

Wholesale buyers, or agents, able to intro- 
duce business, are invited to communicate with 
us. Stock kept in Hamburg, INDIA AGEN- 
CIES, LTD., Spitalerstrasse 16, Hamburg 1, 
Germany. 





SALESMEN wanted to carry our samples as 
a side line only. Popular priced women’s 
McKay Novelty shoes. Stock proposition in 
territories: Ohio oy and New York 
State, excluding Greater ew York, Only men 
with experience need apply. Commission basis 
5% only. Men carrying rub shoes or men’s 
preferred. Address C-678, care Boot and Shoe 
Recorder, 239 W. 39th St., New York. 


ANUFACTURER of well advertised Brook- 

lyn line of women’s orthopedic and semi 
dress shoes, carrying large assortment in stock, 
would give out short line of samples to men 
representing high grade line of children’s or 
men’s shoes outside of the Metropolitan dis- 
trict. Six per cent commission, no drawing 
account. Address C-677, care Boot and Shoe 
Recorder, 239 W. 39th St., New York. 








Buyer-Manager 
Wanted 


For Men’s, Women’s and 
Children’s 


SHOES 
In Our U|] stairs Store 


Must have experience as 
buyer or assistant buyer in 
large department store. 


GILCHRIST’S 


BOSTON 





FOR SALE—Established fifteen years in St. 
Louis, Mo. Downtown loop district. Popu- 
lar priced line men-women shoes. Three years 
lease. Wonderful opportunity. C-656, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





OOD located, well established ladies’ shoe 

department in ladies department store doing 
twenty-five yearly on six thousand investment. 
Located in city of thirty-five thousand in central 
northwest. Must sell immediately for cash. 
Reason poor health. Address C-681, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





FOR SALE—Old established shoe department 
in same location for 50 years. Have good 
clean stock and good lease, best location in town 
of about 17,000. Last year’s sales $63,000. A 
good money maker. ill sell to responsible 
party only. This well established business in 
located in the best town in Colorado. Will in- 
voice about $16,000. Address C-668, care Boot 
and Shoe Recorder Publishing Co., 207 South 
St., Boston, Mass. 








WANTED TO PURCHASE 

















LINE WANTED 








HIGHEST CASH PRICES PAID 


for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres 
dence confidential. Established 1890. 





LINE WANTED 


of women’s snappy McKays to retail at 
$5 and $6 by man thoroughly acquainted 
with volume trade. Could take care of 
output of twenty to thirty case factory. 
Address C-665, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 








Attention Shoe Manufacturer 
Line Wanted 

uccessful record with the present 

sales manager, desires 


Address C-680, care of Boot & Shoe Recorder, 
207 South St., Beston, Mass. 





MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, tg | 
goods, etc. Dry Dock 035 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 

















ATLANTA, GA.—Manufacturers’ Agent wants 
strong line of women’s cheap novelty shoes 
and also line men’s cheap dress shoes. Must be 
priced right, case lots. Commission basis. Can 

t volume business with right line. Address 
e673, care Boot and Shoe Recorder Publishing 
Co., 207 South St., Boston, Mass. 


SIDE LINE WANTED—Popular priced 
misses’ and children’s turns. Live sellers 
on floor. Following in Texas, Louisiana and 
Oklahoma. State your proposition fully. Ad- 
dress C-670, care Boot and Shoe Recorder Pub- 
lishing Co., 207 South St., Boston, Mass. 


A SALESMAN and Gentleman with few 
enemies and a host of friends and customers 
in the Central West, wants to connect with the 
best line of shoes in America that will sell in 
large volume and offers an opportunity to make 
some real money. Let’s go! Address PAT 
 - sang 3326 East 60th Street, Kansas City, 
°. 














FOR SALE 








SALESMAN wanted to sell a popular priced 

line of high-grade up-to-date men’s shoes in 
Wisconsin, _ Minnesota, Iowa, and Michigan. 
Only experienced men wanted. Men living on 
territory pecteoret, State past references. Ad- 
dress C-676, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago. 








FOR RENT 


HOE Store for rent in best block. Good 
opening for branch store. For particulars 
write J. W. LYMAN. Saratoga Springs, N. Y. 





FOR SALE 


| op Fy novelty 
ating es” 


shoe store in the 
district of Chicago 
Excellent proposition 


corporation. 

turning investment six 

@ year. and fixtures inventory 

about ten thousand. Don’t apply unless you 

mean business. Address C-669, care Boot & 

_ Recorder, 189 W. Madison St., Chicago, 
m. 











MUNCIE'S oldest and best shoe store for 
sale. $5,000 cash, balance security. 


Wonderful opportunity. P. . Box 547, 


Mencie, Ind. 


Sell Us Your Left Over 


New Yorn Export Purcuasine Corr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 

















MERCHANT NEEDS 


WOVEN 
LABELS 


The DISTINCTIVE 
PERMANENT MARK 


| Oo eG ELST S 
WEAVING CO. 


QW 34TH ST NYC 
WISCONSEN &130 





ahd 
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STORE SUPPLIES Charles G. Puchta Dead STORE SUPPLIES 
_CincinnaTl_ (UTPS)—Funeral ser- 
vices for Charles G. Puchta, 60, super- WAEN Ayo PPT A At ey oe: 
intendent of the Cahill Shoe Company, A feats eso eee ity, 
TP pOR tape 








and brother of George Puchta, former Miah Mitt eaahanrdlertyd ON, 
mayor of Cincinnati, were held at his QXROROXRCAN aX Rone tee ees 
residence last. Saturday. NLY BUT IN MANY PER Ooe 
Mr. Puchta was born in Cincinnati ‘ 
and lived all his life in the city. Al- Easter WINDOW TRIMS 
most all of his working life was iden- EIGTaanm —Some of our New Period Dis- 
tified with one shoe company or an- play Fixtures can help you much 
other. He was only a boy when he ing diaplare ef year womhesae, 
entered the service of the Blacker, for this occasion. 
Sachs . Gerstle. Pn —_ Rage 20 ae atalog complete sets for 
years he was in charge of the plant joes, Women's Wear, Clothing, 
of the Duttenhofer & Son Chenour. from, $25°00 10 $88.00" Dern 
Surviving him are his widow, Mrs. yh 


| 933 ARCH ST. § Katherine Puchta, one son, Charles Immediate shipment and seasons 
PHILADELPHt A, ») A, Puchta, and his brother. 

| ARE BUSINESS GETTERS {| H. A. Alexander Promoted 
m, SEND FORCATAIOG ll 1.2 Soneonisstion of the Biweli-Ficld 


Shoe Company at 508 Walnut Street, 
now known as the Field Shoe Com- 
pany, H. A. Alexander has been made 
vice-president. This is in recognition 
of eight years’ faithful service, prin- 
cipally as head of their children’s de- 
partment. 

T. Frank Jaques will continue as 
president of the company, and 
Evans was chosen as secretary and 
treasurer. 

This store has been in business in 
Des Moines for almost forty years. 























EMPLOYMENT SERVICE 








—lIt might be a good business move tw lwok into 
your present equipment and see if a new set is 


4 77 not advisable. 
price’ tickets EMPLOYMENT SERVICE a 
é A thoroughly organized service, highly special- Of interest to the Display Man. 
TILTS AT ANY ANGLE ized office, established to assist the employer to 
Small, N Ever! find the trained a sales = factory — 
mall, Neat, Everlasting with many Also to help qualified men and women locate the —E sit — 
advantages over common pin. ps on particular position they desire. s BOOP ORO FRR IK ID AXES mn 
Confidential service to employers without charge! PATER EC yy eX) - i Ny "4 be NI RRO. 
0) 


and off shoe easily. Now used by high- , : ¢ } 
PETERS EMPLOYMENT SERVICE BLUR EX SX RXV PARAY SERA AL 


KA 

rade shoe stores. Half gr 75. eae 
alf gross $2.75 Re ak 0 DORON ROD 
g 4 


ross $5.00. Check with trial order. 31 State St., Boston, Mass. OO PD XP) OOAXEX] Qj 
Refund if unsatisfactory. Congress 2870 ; BL OR RRR AX KKK Ns . 


M.-D. POLLINGER -CO. 
416 Victoria Bldg. St. Louis, Mo. 

GLASS EYES iii se Milbradt 
Ladders 


made for 40 years 
by the origina! in- 
ventors. 
Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
$F) 2416 No. 10th Street 

ST. LOUIS, MO. 





ASK For Speciat Boox No. L 11 
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GLASS EYES 


For Bunny - Kitten, 
Children Slippers and 
other decorative pur- 
poses, 
G. SCHOEPFER 
16-18 W. 36th St. 
NEW YORK 


ie 
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Bunny Eyes 
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MERCHANT NEEDS 





A 
RL. 


f Aue 
a 
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ESTABLISHED 1890 


LAB E L 
SHOE CARTONS Information for 


EXCLUSIVE BUT NOT EXPENSIVE Shoe Merchants 


SAMPLES UPON REQUEST 




















er TTY The advertising pages of the 
A I On . 
‘ ——— _ Boot and Shoe Recorder consti- 
Information for Shoe Merchants 469-271 LEXINGTON AVE, BRODKLYN. NY tute an almost inexhaustible 
The AMERICA’S GREATEST source of information as to where 

SHOE CARTON & LABEL MFCS and what to buy. They are 


worthy of your closest attention. 








advertising pages of the Boot and Shoe 

constitute an almost inexhaustible source 

of information as to where and what to buy. 
are worthy 











They of your closest attention. 
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Proper Fitting of Shoes Now 
More Important Than Ever 


With new lasts being developed, with people’s 
feet showing changes because of the country- 
wide intérest in outdoor activities, your retail 
shoe salesmen should know everything there 
is to be known about foot structure, last meas- 
urements and fitting generally. This informa- 
tion can be obtained in concise form in the 
fifth revised edition of the 


L 


MADE ON RIGHT AND LEFT LASTS 
Woman's 21% to 8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 
IN STOCK 


Write for complete catalog 


a ae, . a 
ee a Be Pe) 0. & oe ogi | 


SHOE AND LEATHER 1725~35 No.6Street Philadelphia, Pa 


LEXICON 
“The Place to Sell Hosiery Is the Shoe Store” 
A very valuable book for everyone connected THREE YEARS AGO “HOSIERY” 














with the shoe and leather industry. All the 
unusual terms, as well as those in everyday 
use—defined and explained. An asset to any- 
one who wants to read up on shoe and leather 
terms. More than a dictionary—almost an 
encyclopedia. 


The Price Is Only Fifty Cents 
(Cash with Orders) 











started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. Ea month the idea grows 
bigger. 

So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 


aw section, offers a direct —— 
to the most responsive gr os 
Boot ANDSHOERECORDER PUBLISHING COMPANY buyers in the ona —" wed 


207 South Street, Boston, Mass. sh 
Boot and Shoe Recorder Publishing Company 





























Fundamental Facts of 
Shoe Manufacture 


It is never too late to review what we know about the way dif- 
ferent kinds of shoes are made—and what purposes are best served 
by each kind. Here is an inexpensive little booklet— 


HOW SHOES ARE MADE 


which tells you everything you will want to know about the welt, 
turn, McKay and stitchdown processes. A good thing to have 
round the store—particularly valuable for the new salesman when 
he starts on the job Monday morning. The price is low— 


Only 25 Cents 
(Cash with Orders ) 


BOOT AND SHOE RECORDER PUBLISHING CO. 
207 South Street Boston, Mass. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anv SHoE Recorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 



























MarcH UP TO TICKET-OFFICE...... Men’s Shoe Campaign......... 35 
KEEPING STOCK AT A MINIMUM... By A. A. Moser ............. 36 

Charts That Show You How to 

Do It. 
THE VOICE OF THE RECORDER....... Opinions of the Editor........ 38 
OHIO VALLEY Boys SUCCESSFULLY 

STAGE First STYLE SHOW....... By Staff Correspondent ...... 40 

“Get a Profit” Is Keynote at 

Columbus Convention. 
INFINITE VARIETY OF HER SELEC- 

NN sc cn sie be tidewaese os Diversity of Shoe Styles ...... 41 
PLay Your OWN GAME But SPE- 

CRA 4:5 oka dceress vas “ae Know Your Stuff ...... beboce- Se 
East Is EAst—ButT West Is BEST 

MD |, bxco0.0 00:00 FER What California Thinks ...... . 48 
HiGH LIGHTS OF FASHION IN Dress. Influence on Footwear ....... 44 
FABRICS ARE OF MID-SUMMER IN- 

SIE titans ov tikcb tow ouds 0 eae Leathers Provide Colors ...... 45 
SHE GAVE A FEMININE ToucH TO 

. ke, eS Se are What One Woman Did........ 46 
THERE WAS STYLE AND COLOR BE- 

TOE GE: os hae ces os-0e Beauty Everlasting .......... 47 
SMARTER SHOE FOR. paper WITH : 

COMPORT ...0000% pate oe eee e'e% The Newest in Junior Shoes.. 48 
SHOB STORE SERVICE .........00-- A Section of Window Displays, 

RG 6 kes dla wy ga ee 53 

WHOo’s WHO ON THE ROAD......... News of the Travelers ....... 65 
SHOE MERCHANTS NEWS .......... Among the Retailers........ oe 
SHOE MARKET NEWS ...........-. What Manufacturers Are Delng 71 
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GETTING MORE 
SHOES SOLD RIGHT 
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SUBSCRIPTION RATES 


The subscription the Boot anp SHop Somcem is $3.00 for one al in advance, which 
includes — tthe Unit United States, its Canada, Mexico; 8 05 its colonies 
nd South America (excepting cnenueia vend the Guianas whic $6.) 


FOREIGN ssiieaianaittaiahe~tani price ah F all foreign countries except the above is $6.00 per 
eiboniytins are payable: ‘i ke Single copies 25 cents. 


All 
When writing about ch lease give us the old as well as - y new address, 
and please give po three —S notice before the change is desired 




















A request for change of address must reach us at least thirty days before the date of issue 
with which it tg to take effect. Duplicate copies cannot be sent to replace those undelivered 
through fatlure to send such advance notice. With your new address be sure also to send us 
the old one, inclosing if possible your address label from a recent copy. 
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BOOTS AND SHOES 


Auilt-Williamson Shoe Co., Auburn, Me... 18-19 
Avon Shoe Co., Brooklyn, N. Y.......... 68 


Best-Ever Slipper Co., Inc., Brooklyn, 
Me WE eNbnnseuse6s pGseb¥0e60ths0c000 70, 82 


Blog Shoe Co., New York City........... 83 
Brockton Co-operative Boot and Shoe Co. 39 
Brooks Shoe Mfg. Co., Philadelphia, Pa.. a9 


Burrows Shoe Co., Rochester, N. Y....... 14 
Capezio, New York City.......cccsiccce. 70 
Certified Shoe Corp., Rockford, Ill........ 67 
‘Se 
Clinton Shoe Mfg. Co., Clinton, Jowa..... 14 
Cohen, Samuel, Shoe Co., Boston......... 84 
Colt Cromwell Co., New York City....... 74 
Commonwealth Shoe & Leather Co., Whit- 
man, Dl 4.05 bescwwhSesesdeecenececce 80 


Drew, Irving, Co., Portsmouth, Ohio, 
F ront Cover 


Duane Shoe Co., New York City......... 84 


Edwards, J., & Co., Philadelphia....4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y... 81 
Endicott-Johnson Corp., Endicott, N. Y... 8-9 


Excelsior Shoe Co., Portsmouth, Ohio.... 10 
Freed, Lazarus, New York City.......... 85 
Gole Slipper Co., New York City......... 70 


Greeley, A. W., & Co., Haverhill, Mass... 74 







Hebert Shoe Co., Stoneham, Mass........ ll 


Hood — Products Co., Inc., Water- 
CM, TB. cocccccccccccccccccccccces 







Lilly, Henry, New York City............ 86 
Lyons & Company, New York City....... 83 


Mayer, F., Shoe Co., Milwaukee, Wis..... 29 


te eas Shoe Co., Logan, 
RPOCHSS9N6 0600555 PeeCbSoCeeS 3rd Cover 


Menihan Co., The, Rochester, N. Y....... 66 
Metropolitan Slipper Co., New York City. 83 
Mitchell-Welch Shoe Co., Lynn, Mass..... 30 
Nettleton, A. E., Co., Syracuse, N. Y....64, 80 


Novelty Slipper Co., New York City...... 82 


Packard, M. A., Co., Brockton, Mass..... 80 


Paristyle Footwear Mfg. Co., Inc., Brook- 
Ge Duvede steerer scanidGaebcedecce. 82 


Rauh, S., & Co., New York City......... 28 
Raymond Footwear Co., Haverhill, Mass.. 82 


Reynolds, Bion F., Brockton, Mass........ 81 












FD 


Ad 
Am 


Cry 








it Cover 


h Cover 


, 


Foe. 


84 


81 


February 26, 1927 


our Advertisers in this Issue 


Richards & Brennan Co., Randolph, Mass. 80 
Rogers Bros. Shoe Co., Boston 


Roth & Rosenberg Shoe Co., Philadelphia, = 


gaks Shoe Co., Brooklyn, N. Y 

Schwartz & Herder, Inc., Philadelphia, Pa. 83 
Sinbac, Chicago, Ill 

Smith, Wm. Sumner, Chicago, Ill 
Stacy-Adams Co., Brockton, Mass 

ne Shoe Co., Inc., South wee, 


Teeple Shoe Ce., Waupun, Wis 
Thomson Crooker Shoe Co., Boston 


United States Rubber Co., New York City.72, 78 


Weimer, Wright & Watkin Co., Phila., Pa. 68 
Weinbrenner, Albert H., Co., Milwaukee, 


1s. 


Wright, E. T., & Co., Inc., Rockland, Mass. 4-5 


FINDINGS AND SHOE STORE SUPPLIES 


Adler-Jones Co., Chicago, Ill 
American Seating Co., Chicago, Ill 


Crystal Fixture Co., Chicago, Ill 


- Display Fixture Co., New York 


Goodwin, C. L., & Co., Inc., Worcester, 


Grand Rapids Store Equipment Corp., 
Grand Rapids, Mich 


Hecht Fixture Co., Chicago, Il 
Kawneer Co., Niles, Mich 


Mazer Brothers, New York City 
Milbradt Mfg. Co., St. Louis, Mo 
myers, F. E., Bros. Co., The, Ashland, 


Onken, Oscar, Co., Cincinnati, Ohio 
Pollinger, M. D., Co., St. Louis, Mo 


Reynolds Co., The, Providence, R. I 
Rotospeed Co., The, Dayton, Ohio 


Schack Artificial Flower Co., Chicago, Ill. 60 
Schoepfer, G., New York City 

Scholl Mfg. Co., Chicago, Ill 

Segall & Co., Philadelphia, Pa 


Whitcher, Frank W., Co., Boston 





LEATHER AND OTHER MATERIALS 


Aqgetpemated Leather Co., Philadelphia, 
20-21 


Bearfoot Sole Co., Inc., Walden, Mass..... 
Beggs & Cobb Co., Boston 


Levor, G., & Co., Gloversville, N. Y 
Lucius Beebe & Sons, Boston 


New Castle Leather Co., New York City.. 


Pfister & Vogel Leather Co., Milwaukee, 
Wis. 15 


Seton Leather Co., Newark, N. J 


West — Pulp and Paper Co., New 
York Cit 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Box Toe Co., Boston 
United Shoe Machinery Corp., Boston .33-34, 76 


Whittemore Bros., Cambridge, Mass 


MISCELLANEOUS 
Atlantic Printing Co., Boston 
Boot and Shoe Workers Union 
Glauberg, Max, New York City 
Hotel Belvedere, New York City 


Kirsch-Blacher Co., Inc., New York City.. 87 
Kluge, E. H., Weaving Co., New York City 87 


Meyer, Frank C., Co., Inc., Brooklyn, N.Y. 88 


NM Cite eae waranty Corp., New 





BOOT AND SHOE RECORDER 


Next Week 


you will find 


in the 


Boot and Shoe 


Recorder 


S the taste for color inborn with 

you, like red hair and a pug-nose, 
or can it be acquired? Our issue of 
March 5 promises great enlighten- 
ment on the subject of color. 


UGENE FRANKLIN PEIRCE, 

internationally known for his 
color selections, will tell of dress 
colorings and shoes to match. 


ANDALS are sweeping’ the 

world. Abroad they are calling 
for the Charleston sandal as if that 
charming spot in South Carolina 
were but a suburb of Paris. Wide 
open spaces in shoes for mid-sum- 
mer and the significance of this 
movement to the profit and prestige 
of the store will also be told in this 
issue. 


HE last Color Conference said 

prophetically, “Lighten the 
colors as you go along.” What, 
therefore, will be the merchant’s 
mid-summer dream of profitable 
merchandising? 
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Rogers Incomparable 
“Vampire” 


Study the shoe in its field—then back to the Rogers 
Brothers line. You'll know why alert merchants are 
clamoring for more and more of these swagger “VAM- 
PIRE” ties the moment you open your first case. 

Here is Rogers Brothers’ experience crystallized and cli- 
maxed—all the surety of fit and soundness of quality— 
with a brilliance of styling which buyers north, south, 
east and west were quick to recognize. 

If ready sales at full mark-up mean a thing to you—here 
is a shoe that is bound to win you a volume of business 
exceeding by far your highest expectations. 


59 Lincoln St., 
Boston, Mass. 


Manufacturers and 
Distributors 


“No equal save in a costly make,” 
say merchants who know, of Rogers 
Brothers new “VAMPIRE” Fancy Tie 


feet: ate aw: WY. N 


Order at Once! 


6542—Rose-Blush Kid 
7538—Patent Leather 
7554 — Parchment Patent 

Leather 7 


7553—Rose-Blush Kid with 

Abbo Patent Quarter 

19/8 Full Louis Heels, AA 
to C Widths. 


ather 
6552 — Rose - Blush 
Kid 


7549—Black Patent $ 
7555 — Rose - Blush e 
Kid with Abbo 
Quarter 


7550—All Abbo 
Cuban Heels, A to C 
“ Widths. 


135 Bush St., 
San Francisco, Cal. 


Ultra Smart 
Novelty Shoes 





